WE’VE THE WILL TO TRY, AND THE WAY TO WIN! 


It is one thing for a man to hope, wishfully, that 
the future will be kind to him and his own—the 
uncertain, unpredictable future. It is quite an- 
other thing to do something about it—to see 
clearly what money-demands the future will 
make, to plan how to satisfy those demands, 


to carry out that plan with real determination. 


E HAVE “done something”! In an un- 
stable world, against the challenge of an 
uncertain future, we have found the way to win 
the future's friendliness —a way that is simple, 


safe and sure. 


700,000 strong, we have banded together for 


mutual advantage and protection. Each of us, 
each year, sets aside a small part of his earnings. 
We have pooled those savings into one great 
protecting fund. Under wise and conservative 
management, we have seen that fund grow 
to more than a billion dollars. Our shares 
in that fund will be paid—to our loved ones, 
should we die prematurely; or to ourselves if we 
live, to make us independent in our old age. 

We are the Northwestern Mutual. 

For 81 years, through war and 
epidemic, boom and depression, we Vi 
have grown steadily in strength and 


in the comforting knowledge that 


| 


ulual 


hwestern 


we enjoy true protection and peace of mind 


at notably low cost. 


Does not our mutual enterprise demonstrate 
a will to try and a way to win? Does not our way 
appeal to you as one in which you may partici- 
pate to mutual advantage — yours and ours? 
If you would know more about us, we refer 
you to a Northwestern Mutual agent, who is 
one of our 700,000 members and is our ap- 
pointed representative. It is his func- 
tion and privilege to put. before you 
the facts and figures that will guide 
you to security, come what may, for 


your loved family and yourself. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY, Milwaukee, Wis. 
(This stirring declaration of faith appeared in The Saturday Evening Post—October 7th issue) 
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TOO MANY 
STRINGS TO IT/ 





The first $1,000 of life insurance goes to pay the cost of dying. 


Protect your family with monthly income insurance to pay the cost of living. 


ASK THE WESTERN AND SOUTHERN MAN ABOUT IT 


THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 


Cc. F. Williams, President 
HOME OFFICE, CINCINNATI 
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Medico-Actuarial 
Efforts Emerge as 
Public Health Aid 


Medical Directors at 
50th Anniversary, Hear 
Actuarial Society President 


NEW YORK—With the wealth of 
unique medical and actuarial material 
which -is being built up in the life com- 
panies, the day is dawning when the 
joint efforts of medical directors and 
actuaries can make important contribu- 
tions to the fields of clinical medicine 
and public health, said R. D. Murphy, 
vice-president and actuary Equitable So- 


ciety, in his address at the Life Insur- 


ance Medical Directors Association on 


“Medical and Actuarial Cooperation Dur- 
ing the Past 50 Years.’ Mr. Murphy is 
president of the Actuarial Society of 
America, which like the Medical Direc- 
tors association and the National Asso- 
ciation of Life Underwriters, has reached 
the 50th milestone in the last year. 
“Dealing as we do for the most part 
with conditions of non-acute character, 
it seems to me that the possibilities of 
making such contributions, not other- 
wise available, are unusually hopeful,” 
he said, implying that the information 
would be particularly valuable in furnish- 
ing detailed medical information on a 
cross section of more or less normal 
lives, unweighted by a preponderance of 


* the impaired or ill, as would be the case 


with hospital records or other sources 
of data. 


Differences in Outlook 


After reviewing the accelerating de- 
gree of cooperation between the medical 
directors and the actuaries during the 
last half century, Mr. Murphy touched a 
little on the future. He observed that 
progress has been made possible by a 
growing mutual appreciation of the value 
of each other’s field. 

_ “It has entailed also mutual recogni- 
tion of tendencies and points of view 
in the two professions which do not al- 
Ways run parallel,” he continued. “The 
actuary tends to look at risks as groups, 
the size of which must be sufficiently 
large to avoid important fluctuations in 
the results due to chance rather than to 
significant influences. The actuary de- 
Sires homogeneity to be sure, but may 
show a preference for knowing the aver- 
age result of a large group with some 
variance in homogeneity rather than 
deal with many small groupings which, 
despite much greater respective homo- 
seneity, can yield no result of any sig- 
nificance due to the variance of chance. 


Medical Director’s Viewpoint 


The medical director, however, feels 
acutely the need to exercise his profes- 
sional discrimination in treating risks 
which sometimes bring out a great va- 
roe | of different situations even in the 
eld of one impairment. He may keenly 

(CONTINUED ON LAST PAGE) 








Variance in War Clauses 
Is Noted by Actuaries 


Much variance between. the war 
clauses so far announced by United 
States life companies, and apparently not 
much chance of securing adoption of a 
uniform clause, at least until such time 
as the United States should get into the 
war, were noted at the meeting of the 
Chicago Actuarial Club this week, in 
which a symposium was held on the 
war clause. 

So far clauses adopted in this country 
fall generally into one of two types, 
either those which are all-inclusive, that 
is, which eliminate the war hazard, in 
the case of participating in any combat- 
ant forces outside of the United States, 
and those which exclude the hazard only 
for foreigners in foreign armies. 


Moyer Tells Practices 


The travel clause, Ross E. Moyer, vice- 
president and actuary Continental As- 
surance, club president, stated, is uni- 
form except in regard to the period cov- 
ered. There is much difference of opin- 
ion as to how far companies can go in 
various states in setting the period of 
limitation as to travel, due to possible 
conflict with statutes relating to the 
contestable clause. It is felt generally 
the limitation cannot extend for more 
than two years in states having such 
statutory contestable provisions, al- 
though the companies would like to set 
a period of five years. There is also lack 
of clarity, Mr. Moyer said, in definition 
of the areas in which travel is permissi- 
ble. Most of the clauses imposed so far 
limit travel to the continental United 
States and its territorial waters, which 
would mean out to the three mile limit. 
Whether this would permit travel to 
Alaska, which is a United States posses- 
sion on the American continent, is not 
yet clear. 


Aviation Hazard Problem 


Another main question is the aviation 
hazard. There is the problem of college 
students training under the Civil Aero- 
nautics Authority. Mr. Moyer said he 
believed the regular aviation rider would 
cover that hazard. This returns the re- 
serve on the policy if the policyholder is 
killed in an aviation accident other than 
as a fare-paying passenger. 

Mr. Moyer also discussed the Cana- 
dian companies’ practices as to an extra 
premium for the war hazard. He said 
this generally is $90 per thousand. Dur- 
ing the world war, he said, the Canadian 
life companies charged from $50 to $100 
per thousand. In the United States the 
minimum set by agreement with the in- 
surance commissioners was $37.50. 

The commissioners and many com- 
pany officials hope for uniform action on 
the war clause. At the recent Chicago 
meeting of the: National Association of 
Insurance Commissioners’ life commit- 
tee, presided over by J. A. Lloyd of 
Ohio, it was apparent competition might 
develop between companies over phrase- 
ology of the clause, as there was consid- 
erable difference of opinion among the 
American companies as to the clause to 
be used. Some of the companies are ac- 
cepting reserve officers and CCC youths. 

There is considerable question as to 
selection against the company in regard 
to travel. Some companies have included 
a question as to travel in the application. 





Some have set the travel restrictions for 
a given period after issue, while others 
have not. Many home office men feel 
that this is an underwriting problem, 
which can be disclosed in individual 
cases by inspections and handled accord- 
ingly. 

F. E. Huston, secretary-actuary Amer- 
ican Life Convention, gave the results of 
a questionnaire on war clause practices 
sent to member companies. Eleven com- 
panies replied they had applied a clause 
or contemplated doing so, and 34 others 
had taken no definite action. 

The companies adopting the clause at 
this time generally contemplate its use 
for the present only on new policies is- 
sued to citizens of warring nations, and 
on new policies issued to applicants who 
are citizens of other countries, as well as 
United States citizens, if it appears there 
is likelihood of their exposure to the 
war outside the United States either 
through enlistment in the service of for- 
eign countries or by reason of foreign 
travel, Mr. Huston said. Existing poli- 
cies, of course, will not be affected in 
any way. 


Companies Taking Action 


The 11 companies are Connecticut 
General, Equitable Society, Guardian 
Life, Home Life of New York, Massa- 
chusetts Mutual, Mutual Life of New 
York, New England Mutual, Pacific Mu- 
tual, Phoenix Mutual, Prudential and 
Union Central. Of these the Equitable, 
Guardian, Mutual and Prudential adopted 
a war clause in September and the 
others contemplated doing so in the near 
future. 

Five companies reported they would 
impose the clause for five years for mil- 
itary and naval service and for two years 
for other war hazards. Two companies 
cover indefinitely from the date of issue, 
and to all services. Another company is 
of the strong opinion death while in 
military service should be without time 
limitation, but expressed fear a five year 
limitation would be generally adopted. 
One company contemplates prepara- 
tion of several clauses to be used as 
determined by individual circumstances. 
In the case of foreign born applicants, 
it proposes to use a five year war clause 
restricting liability in case of military 
and naval service other than U. S. serv- 
ice, and a two year travel clause limit- 
ing liability if death occurs within two 
years from war conditions while trav- 
eling. 


Other Clauses Planned 


It also will have a travel clause for 
use in case of persons born in the United 
States who expect to travel or reside 
outside the continental limits of the 
United States and Canada, and a five 
year war clause for use in connection 
with such applicants as officers in the 
National Guard, college students and the 

ies Cait. A., ete., which would 
restrict liability in the case of military 
or naval service in the U. S. armed 
forces as well as those of other coun- 
tries. This company has an aviation ex- 
clusion endorsement which it believes 
satisfactory for use in case of partici- 
pants in the government aviation pro- 
gram. 

(CONTINUED ON PAGE 9) 





Life Advertising Men 
Reach New Highs 
at Detroit Rally 


Record Attendance, Fine 
Program at Annual Session 
of Association 


OFFICERS ELECTED 


President—Karl Ljung, Jr., Jefferson 
Standard. 

Vice-president — C. Sumner Davis, 
Provident Mutual. 

Secretary — Bart Leiper, Provident 
Life & Accident. 

Treasurer — Lewis B. Hendershot, 
Berkshire Life. 

Executive Committee—John H. Mc- 
Carroll, Bankers of Iowa; A. Scott 
Anderson, Equitable of Iowa; Harry V. 
Wade, American United; Rex B. 
Magee, Lamar Life; A. S. Cawthorn- 
Page, Metropolitan; E. Morton, North 
American, Can., Earl R. Trangmar, 
Metropolitan. 


By HOWARD J, BURRIDGE 


DETROIT—New highs in attend- 
ance, membership and the number of 
exhibits of advertising material were 
recorded by the Life Advertisers Associ- 
ation, which held its seventh annual con- 
vention here during the first three days 
of this week. There was a registration 
of 140. The association has almost 200 
members representing 115 companies. 

Exhibits of all types of advertising 
matter were displayed by 59 companies, 
altogether nearly 6,000 pieces. These 
figures place the Life Advertisers Asso- 
ciation in the big league among life or- 
ganizations. 

President John H. McCarroll, Bank- 
ers Life of Iowa, was in general charge. 
The program chairman was the hard 
hitting and energetic Harry V. Wade, 
American United, whose lai.ors were 
widely commended. The advertising 
managers of life companies who attend 
these meetings each year are for the 
most part more interested in studying 
the exhibits and observing the advertis- 
ing products of other companies than 
in listening to the speakers. Certainly 
the exhibits and the discussions of them 
were the big feature this year. 


Limitations Are Decided 


It was decided to reduce the number 
of classifications under which awards 
are made and to cut down the number of 
exhibits so that there may be more 
concentration on what is displayed. 
This year the number and extent of the 
exhibits was rather overwhelming. 

Another feature that evoked favorable 
comment was the three clinical ex- 
plorations or skits by means of which 
practical advertising plans for various 
types of companies were outlined. These 
sketches with casts of four or five told 
their story more effectively and graphic- 
ally than any single speaker could have 
done. 

Each session was opened with a 15 

(CONTINUED ON PAGE 17) 
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Reader Calls for New Record, 
Tires of Social Security Blues 


By BERT A. HEDGES 


Kansas Manager, Business Men’s 
Assurance 


Ever since the passage of the 1939 
amendments to the federal compulsory 
insurance law (disguised under the less- 
distasteful name of “social security”) 
we men in the field have been deluged 
by articles, pamphlets, brochures, books, 
speeches, etc., on how to handle the 
subject in our daily solicitation. We 
have been told how to use the new law 
as an approach, how to overcome it as 
an objection, what to say or not to say 
about it, and so on and so on until it 
would seem that we could spend most 
of our time just reading the literature 
on the subject. At the risk of being 
dubbed an ostrich, or at least a reac- 
tionary, I want to go on record here 
and now with a respectful request to 
all such writers, speakers, and other ex- 
perts to please “lay off’ or take a pro- 
longed vacation from the whole subject. 

It all reminds me of a recent experi- 
ence I had in trading for a new car. My 
wife and I had just about decided on a 
particular car, but were discussing the 
width of the front seat. We explained 
that there were six in our family and we 
must, therefore, have room for three 
people in the front seat. 


Selling For the Competitor 


“Oh, yes,” said the salesman, “this 
model has practically the widest front 
seat of any car on the market. In fact, 
there is only one other, the XYZ, which 
has a wider seat, and of course it has 
so many other shortcomings such as— 
(naming a few)—, so you wouldn’t be 
satisfied with that ‘other car’ at all.” 

We had not even looked at the other 
car, much less considered it, but we are 
today driving one. The first salesman 
successfully sold a car for his competi- 
tor. 

Now, it seems to me that all of this 
bombardment of dissertations on the 
benefits of compulsory insurance (alias 
social security) has a very decided ten- 
dency to oversell those benefits to many 
prospects and agents (and far beyond 
their true value) to the exclusion of our 
own line. 

Suppose we take a calm, rational view 
of the whole matter. as we out here in 
small towns and rural sections see it, 
and as we find our “constituents” seem 
to look at it. 


Compulsory Insurance 


First of all, isn’t it true that the fea- 
tures which are under discussion are, in 
effect, “compulsory insurance”? It is 
a form of life insurance and annuity 
which some millions of American men, 
women,. and children, in effect, have to 
buy whether they want it or not. It 
has probably come to stay, but just at 
present most of the folks out in our 
part of the country don’t place as much 
confidence in its ultimate benefits as I 
do myself, but that attitude may change 
as time goes on. 

After reading some of the voluminous 
material on how to meet this new “sales 
resistance,” I have gone to several of 
my agency meetings all prepared to 
spend the whole period discussing its 
pros and cons. Before doing so, how- 
ever, I made a few cautious inquiries 
and found none of my men was being 
disturbed by social security as an objec- 
tion to buying insurance. Consequently, 
I switched to time control, prospecting, 
policyowners service or some _ other 
topic which is less novel but much more 
vital as far as we are concerned. At 
any rate, I would consider it a mighty 
poor policy for me to help-my men 
think up some more alibis for not mak- 
ing sales. They know enough already. 

But to return to my suggestion con- 
cerning the nature of these so-called 
social security benefits. First of all, I 
want to pay tribute to the sponsors of 





the whole measure. Whether or not 
we can agree with them politically or 
economically, we must admit that in 
selecting the term social security for 
what is, as I have so brazenly stated 
compulsory insurance, they displayed a 
keen knowledge of sales psychology. 
Nobody, old or young, likes to do any- 
thing that is compulsory, and the ben- 
efits under this law are, like their cost, 
compulsory. 

Life insurance, on the other hand, 
as sold by us, is not and never has been 
compulsory. The fellow who buys a 
policy from me is the kind of a fellow 
who wants to do more than the law 
requires him to do for his family or 
for himself. Under the social security 
law everybody must do exactly the 
same for his family or for his own old 
age in proportion to his wages and his 
years of service (up to $3,000 a year). 
As I see it and as my experience indi- 
cates, my prospect is still going to be 
the type of a fellow who wants to do 
the best he possibly can for his family 
and himself. The fellow who has to 
be compelled by law to buy bread-and- 
butter protection is not now, and never 
will be, much of a life insurance pros- 
pect. On the other hand, my prospect 
says “whatever my family or I get out 
of this social security thing will help 
them or me enjoy our life insurance.” 


Old Age Income Plans 


Curiously enough, we find our pros- 
pects are more interested today than 
ever before in the very type of insur- 
ance with which social security is sup- 
posed to be most competitive—old age 
income plans. The man or woman 
earning $125 to $130 who felt he 
couldn’t buy enough insurance to give 
him a decent retirement income now 
figures that $30 or $50 a month at 60 or 
65, added to whatever he gets “from the 
government” will enable him to really 
enjoy life. The fellow earning $250 a 
month and up, is, of course, interested 
in providing a much larger retirement 
income than the maximum payable 
under the present law. 

I suppose that our folks out here in 
Kansas are not yet as social security 
conscious as those in other parts of the 
country. No doubt we shall become so 
as actual payments begin. I realize, too, 
that you can’t take a billion dollars a 
year out of the pay checks of the coun- 
try without having the insurance busi- 
ness feel it. It becomes another com- 
petitor, along with automobiles, radios, 
general taxes, and other sharers of the 
American dollar. 

But why educate our prospects (and 
our agents) into over-magnifying the 
benefits of the act? And, I might add, 
why help the sponsors of compulsory 
insurance to think up other features to 
be added by pointing out its present 
deficiencies? My guess is that the next 
few sessions of ‘Congress will consider, 
or even enact, measures to fill in those 
very gaps which are being so freely 
pointed out by our own insurance pub- 
lications and speakers. Or, to repeat 
my opening question—why sell our 
competitor’s line for him and even tell 
him what accessories to put on his next 
model? 

Yes, I said “competitor.” I have 
already intimated that I do not con- 
sider the social security benefits as rep- 
resenting a very serious competitor in 
our real market—those insurance-con- 
scious, selfrespecting individuals who 
have always bought life insurance vol- 
untarily. Nevertheless, I see no reason 
why we who represent that voluntary 
private system are under any particular 
obligation to “soft-pedal” our real feel- 
ings by pretending we like to see the 
government, or any other agency,. tak- 
ing over even the smallest part of our 
market. We are apparently in the 
minority in not liking this law, but one 
of the glories of America is the right 





of a minority to think and talk as they 
please and still be good American citi- 
zens. And thus you perceive another 
grudge I have against the material we 
are getting on this subject which would 
have us kid ourselves into believing that 
one major objective of the present law 
was to help us sell more life insurance. 


Treat as Competitor 


Why not honestly admit that we 
have here a sort of a competitor and 
treat it in the same general manner as 
we treat other competitors? I think 
most of the better salesmen handle com- 
petitors according to a few very simple 
rules such as: 

(1) Ignore them as far as possible. 
If your prospect has only a few thou- 
sand of life insurance, he needs more, 
irrespective of social security benefits. 


If he has a considerable amount then } 


social security benefits represent such 
a small portion of his needs or desires 
that neither he nor you need spend 
much time thinking about them. 

(2) When necessary to recognize a 
competitor’s existence, say a few kind 
words about him (very few) and pro- 
ceed to sell your service and yourself 
as a competent representative of that 
service. 

(3) After all, you don’t replace an- 
other life insurance company’s policy 
with your own. You sell him more in- 
surance; you know enough about your 
competitor’s line to enable you to sup- 
plement it with what you have to offer. 


Sell Your Service 

But I repeat, you sell him your serv- 
ice, not your competitor’s. But most of 
the time it is not necessary nor advis- 
able to “readjust” or re-program your 
competitor’s policies—in fact, there is 
entirely too much tinkering with pres- 
ent policies being done nowadays in the 
name of programming. We had much 
better do the adjusting in our own ad- 
ditional insurance and leave the other 
company’s policies alone, as far as pos- 
sible. That is at least one good thing 
about this government insurance, it 
can’t be “adjusted” by every agent who 
comes along. (But that is another sub- 
ject on which I am a reactionary with 
rather strong sentiments.) But this is 
one more reason why you don’t need 
to talk about it. 

One principal justification for the life 
insurance agency system at any time 
has been just this very service and coun- 
sellor phase of our work. Under the 
present set-up this service simply has 
to be better than ever before. 

So, I say, let’s quit talking or think- 
ing about how good or how bad this 
new competitor of ours is. Know what 
he has, but don’t spend any great 
amount of time telling your prospect 
about it. The government has more 
time and more hired help than you have 
to do that job. Let’s concentrate on 
doing our own job well and better than 
ever before. And as for you trade jour- 
nal writers and you lecturers, please put 
on another and different record, or else 
go fishing. 


Investment Report 
Issued by SEC 


WASHINGTON—The Securities & 
Exchange Commission has put out an- 
other installment in its series on actual 
and potential abuses in the investment 
trust field. The report points out that 
most of the so called “open-end” invest- 
ment companies are sponsored by indi- 
viduals interested in the distribution of 
their securities and that practically all 
these companies are managed by these 
same persons. 

The report goes into considerable de- 
tail in describing how the customer is 
subjected to not only the published 
loadings or commissions, usually rang- 
ing from 6 to 10 percent of the offering 
price, but also various hidden charges 
which tend to dilute the value of his 
equity still further. The system results 
in those in control being able to make, 
without risk to themselves, a profit at 
the expense of the shareholders. 
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KARL LJUNG, JR. 


Karl Ljung, Jr., who was elected 
president of the Life Advertisers Associ- 
ation at its annual meeting in Detroit, is 
the superintendent of agencies of the 
Jefferson Standard Life. He has been 
with that company during all of his busi- 
ness life. He began nearly 20 years ago 
in the accounting department, and was 
soon shifted to the conservation depart- 
ment of which he became manager in 
1926. His company was one of the first, 
if not the very first, to place its conser- 
vation work in charge of the agency de- 
partment. In 1933, Mr. Ljung was made 
assistant secretary of the Jefferson 
Standard, and was elevated to his pres- 
ent position in 1938. 

Mr. Ljung came into national promi- 
nence as chairman of the Southern 
Round Table of the L. A. A. and vice- 
chairman of the successful meeting of 
the parent body at Memphis in 1934. For 
the past year he has been vice-president, 
was treasurer for two years, and a mem- 
ber of the executive committee. 








No Justification 


for Reappraisals 


LINCOLN, NEB.—Replying to a 
letter from Albert Schoenburg, Kansas 
City life insurance man, that real es- 
tate properties held by insurance com- 
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panies should be reappraised so as to re- ’ 


flect present values, Insurance Director 
Smrha entered an emphatic dissent. He 
said that the present value of real es- 
tate or real estate mortgages held by in- 
surance companies is not important so 
long as it is not necessary to convert 
such investments into cash to meet ob- 
ligations. The reappraisal of them 
would not better the position of the 
holders, since it would affect neither the 
value of the price of such holdings. 

Mr. Smrha said that most of the 
companies reporting to Nebraska have 
been setting up contingency reserves 
that will take care of any losses when 
they occur, which can only be when 
sold. This system is preferred to any 
policy that would force real estate on 
to a thin market, which would mean 
the holdings would be transferred to 
speculators rather than home owners. 
The Nebraska department, believing 
that forcing sales now would not re- 
dound to the best interests of compa- 
nies or policyholders, will not require 
that it be done. 


Canadian Abridged Life Tables 


TORONTO--The Dominion Bureau 
of Statistics has issued a bulletin, “Ca- 
nadian Abridged Life Tables, 1871, 
1881, 1921, 1931,” giving in the form of 
charts and tables mortality rates 10° 
males and females at quinauennial ages 
for the sections of Canada for which 
statistics are available over these P& 
riods. 
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Program Completed 
for Chicago Session 
of Two Groups 


O. J. Arnold to Explain 
Compensation Plan to 
Bureau, Agency Men 


The complete program for the Sales 
Research Bureau-Life Agency Officers 
annual meeting in Chicago Oct. 31-Nov. 
1-2 was announced by J. M. Holcombe, 
Jr, manager Research Bureau. A rep- 
resentative group of speakers divided be- 
tween member companies and other or- 
ganizations will interpret the theme 
“Life Insurance to Better Serve the 


Public.” 
An unusually large number of advance 


reservations have been received by the 
Research Bureau and the Edgewater 
Beach Hotel, scene of the meeting, and 
it is expected about 500 members and 
guests will attend. ; 

The widely discussed “Arnold system” 
of compensation will be described Thurs- 
day by O. J. Arnold, president North- 
western National Life. Mr. Holcombe 
said, in this “off-the-record” discussion 
Mr. Arnold will tell how the plan was 
formulated and describe how it will re- 
ward the agent in direct proportion to 
the quality of service he renders. This 
problem of agents’ compensation is a 


vital one, Mr. Holcombe said. 


H. W. Manning, general manager 
Great-West Life, will bring the point of 
view of top management to the first 
day’s session, whose theme will be “Life 
Insurance in Action.” Mr. Manning will 
talk on “Life Insurance Accepts the 
Challenge.” 


Complete Program Is Given 


The subjects and speakers in the pro- 
gram are: 


Tuesday, Oct. 31 


“The Bureau in Action,” S. T. What- 
ley, chairman bureau executive commit- 
tee, vice-president Aetna Life. 

“Life Insurance at Work,” M. F. Jones, 
assistant supervisor, Travelers. 
“The Salesman at Work,” 
Wright, associate manager 

Society, Chicago. 

“Why I Own Life Insurance,” Charles 
T. Davies, Wyomissing, Pa. 

“The Consumer Speaks,” Fred Bremier, 
division of commercial research, Curtis 
Publishing Company. 

“Preface to the Future,” Dr. C. L. Ben- 
go vice-president Continental American 

ife. 

“Life Insurance Accepts the Chal- 
lenge,” Harry W. Manning, general man- 
ager Great-West Life. 


Wednesday, Nov. 1 


Harry T. 
Equitable 


“Social Security,” M. A. Linton, presi- 
dent Provident Mutual Life. 

“Progress Through Persistency,” Henry 
Bossert, Jr, manager agency research 
department Provident Mutual. 

“Scientific Selection Pays,” W. J. 
Adams, agency department Canada Life. 

More Than an Aid to Judgment,” 
J, Cummings, vice-president Minne- 
sota Mutual Life. 

“Priceless Ingredient,” L. S. Morrison, 
Research Bureau. 

“Concentration on Making Successes,” 
Charles J. Zimmerman, president Na- 
tional Association of Life Underwriters, 
general agent, Connecticut Mutual Life, 

licago. 

Today’s Harvest from Yesterday’s 
Foresight,” Joseph C. Behan, vice-presi- 
dent Massachusetts Mutual Life. 

- Our House in Order,” D. Gordon 
_— vice-president Phoenix Mutual 

e. 

“The Life Advertisers Speak,” Harry 


a vice-president American United 


Li 


eeeet We Train Salesmen,” G. H. Arm- 
Ps ong, manager of engineering Inter- 
ational Business Machines Corporation. 

Developing Managerial Reserves,” 








Advertising Plans 
for Annual Message 


Committee Announces the 
Setup for the Series During 
the Week 


Depicting life insurance in action as 
today’s harvest from yesterday’s fore- 
sight, a series of four advertisements 
will be run in daily papers during the 
week of the Annual Message of Life 
Insurance, Oct. 23-28. The schedule 
includes 800 newspapers published in 
440 cities with total population of 
nearly 58,000,000. 

In addition to the standard series 
two additional advertisements will ap- 
pear in a limited number of cities where 
there are active life underwriters asso- 
ciations which have pledged their co- 
operation in plans for the week. 

One of these specials suggests ques- 
tions which the policyholder may well 

(CONTINUED ON PAGE 23) 








Seth ~. H. Taylor, superintendent of 

sales promotion Sun Life of Canada. 
“A Program of Action,” Jerome Clark, 

vice-president Union Central Life. 


Thursday, Nov. 2 


“Progress Through Coordination,” J. A. 
Hawkins, vice-president and manager of 
agencies Midland Mutual Life. 

“Organizing Management,” Chester O. 
Fischer, vice-president Massachusetts 
Mutual Life. 

“George Fowler Stops to Think,” B. N. 
Woodson, Research Bureau. 

“Factors in Agency Management,” 
H. E. Niles, consultant in management. 

“To Better Reward Better Service,” 
oO. J. Arnold, president Northwestern Na- 
tional. 

“Life Insurance to Better Serve the 
Public,” John Marshall Holcombe, Jr., 
manager Research Bureau. 





Complimentary Dinner 
to Honor John J. King 








onan! 


JOHN J. KING 


NEW YORK—To evidence their es- 
teem of his personal qualities and appre- 
ciation of the service he has rendered 
and is rendering the insurance fraternity, 
friends of J. J. King, president Hooper- 
Holmes Bureau, and also president of 
the Insurance Society of New York, are 
arranging a dinner in his honor to be 
held at the Hotel Plaza Nov. 16, which 
is Mr. King’s 72nd birthday. The com- 
mittee in charge of the affair includes 
J. A. Beha, former general counsel As- 
sociation of Casualty & Surety Execu- 
tives; W. G. Minner, president Minner 
& Barnett, manager metropolitan de- 
partment Zurich; W. J. Graham, vice- 
president Equitable Society; F. A. Chris- 
tensen, vice-president America Fore; 
C. G. Taylor, Jr., vice-president Metro- 
politan Life, and N. W. Muller, assistant 
manager New York State Fund. 








* 


WILLIAM H. KINGSLEY 
Chairman of the Board 





YESTERDAY’S FORESIGHT 


During the week of October 23 life insurance men of all 
companies are uniting in the concentration of public atten- 
tion on what used to be called “Life Insurance Week,” but is 
now known as the “Annual Message of Life Insurance.” 


Through advertisements and editorial material in news- 
papers, through radio programs, through a nation-wide essay 
contest, the message is being distributed. 


This year the effort is to spread the message through the 
telling of many stories of life insurance in action. Thus the 
theme: “T'oday’s harvest from yesterday’s foresight.” 


If there ever was an opportunity for the individual 
underwriter to tie in personally with the cooperative pub- 
licity, here is that opportunity, for every man in our busi- 
ness has stories of his own cases of life insurance in action. 


And he should find his listeners unusually receptive. 
People may or may not be allergic to statistics; they may or 
may not be color-blind to charts of multiple figures. But 
they are always healthily alert to the human interest story. 


*& + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


JOHN A. STEVENSON 
President 























Five Objectives of 
National Group Are 
Announced 


President Zimmerman of 
Underwriters Formulates 
Administration Policies 


Five objectives for the next year 
based on the close relationship that 
exists between the life agents and the 
life insurance buying public, were out- 
lined by the incoming administration of 
the National Association of Life Under- 
writers, headed by C. J. Zimmerman, 
Chicago, general agent Connecticut 
Mutual. 

He announced a program of greater 
acknowledgment of the association’s ob- 
ligations to the public, and pledged the 
association “to discharge our obligation 
to defend and preserve the rights of 64,- 
000,000 Americans who own a 27 billion 
dollar stake in an institution which af- 
fords them an opportunity to create 
their own future economic security 
through their own efforts and upon 
their own initiative.” 


Responsibility to Agents 


Recognizing its responsibility to the 
agent, the second objective proposes “to 
preserve, in that connection, the right 
of the American public to be served by 
the life insurance agent, through cre- 
ative, intelligent salesmanship, funda- 
mental to the American way of free 
enterprise.” 

The third point pledges the raising 
of selection, training and performance 
standards so that American life values 
may be more adequately insured and 
the agent may enjoy a full public con- 
fidence based on his part in the social 
and economic life of his community and 
the nation. The fourth advocates the 
dissemination of sound life insurance 
information to protect policyholders 
from self-seeking critics, and the fifth 
emphasizes quantity and quality in 
membership growth and _ intensified 
service to local associations. 

Mr. Zimmerman stated that, follow- 
ing the establishment of these points, 
which will form the basis of operation 
of his administration, he will confer im- 
mediately with the chairman of each of 
the more than 30 committees now being 
appointed, to outline the part each will 
play in the work and acomplishment 
of the five objectives. 


Five Purposes Defined 


The objectives in full are: 

“Realizing fully our responsibility to 
the public, to the 64 million American 
owners of life insurance, to the insti- 
tution and to our membership, we pro- 
pose: 
“1. To discharge our obligation to 
defend and preserve the rights of 64,- 
000,000 Americans who own a 27 bil- 
lion dollar stake in an institution which 
affords them an opportunity to create 
their future economic security through 
thejr own efforts and upon their own 
initiative. 

“2. To preserve, in that connection, 
the right of the American public to be 
served by the life insurance agent, 
through creative, intelligent salesman- 
ship, fundamental to the American way 
of free enterprise. 

“3. To continue to raise the stand- 
ards of selection, training and perform- 
ance of the life insurance agent, in or- 
der: (a) That American life values may 
be more adequately insured, and (b) 
That the life insurance agent may en- 
joy full public confidence, based on the 
part which he plays in the social and 
economic life of his community and of 
the nation. 

(CONTINUED ON PAGE 5) 
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AGAIN GOES TO BAT 
FOR THE SHIELD MAN 


On the job again this fall to help the 
Shield force make new friends is WSM, 
the Company's radio broadcasting sta- 
tion, with five programs weekly spon- 
sored by the Company for its field men. 


These programs are scheduled as 
follows: 


Radio Patrol—Tuesday, Thursday and 
Saturday afternoon at 5:15C.S.T. A 
program for the youngsters, with a 
practical study course of radio for 
those interested. 


Pigskin Parade—Friday night, 9:30, 
featuring the music of Francis Craig 
and his Orchestra, with college and 
football atmosphere. 


Fireside Singers—Monday night, 9:30, 
with music down through the years, 
and one of the finest choral groups in 
radio. 


The Life Insurance fraternity is cordi- 
ally invited to listen in with us and to 
submit any comment. 
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Security Demanded 
by the People in 
These Critical Days 


O. J. Arnold, President 
Northwestern National Life, 
in Strong Address 


At the annual luncheon of the insur- 
ance division of the Illinois chamber of 
Commerce in Chicago, George R. Ken- 
dall, its chairman, presided. Mr. Ken- 
dall is president of the Washington Na- 
tional with executive offices at Evanston, 
Ill. He had just been elected a director 
of the Illinois chamber. He introduced 
with appropriate remarks G. P. Ellis of 
Chicago, the retiring president of the II- 
linois chamber; W. F. Gerdes of Quincy, 
the new president; H. A. Behrens, head 
of the Continental Casualty and Conti- 
nental Assurance, former chairman of the 
insurance division; Roy L. Davis, assis- 
tant state insurance director, and Senator 
Thomas Keane of Chicago, chairman II- 
linois senate insurance committee. Seated 
at the head table was President F. V. 
Keesling of the West Coast Life of San 
Francisco. He had been attending the 
annual meeting of the American Life 
Convention in Chicago and from there 
went to New York. He was on his way 
home. He was accompanied to the IIli- 
nois chamber meeting by Associate Gen- 
eral Counsel R. H. Kastner of the Amer- 
ican Life Convention. 

O. J. Arnold, president Northwestern 
National Life, and director of the United 
States Chamber of Commerce, gave the 
address before a large group of insur- 
ance and other people, stating that 
the one great issue before the United 
States today is the security of its people. 
The materials of human security are hu- 
man wealth and productivity, he said. 
War is their historic destroyer. 

The great human problems will not 
be settled in the Europe of today, Mr. 
Arnold declared, but can only be solved 
in a period of extended peace, when in- 
telligence and fortitude have time and 
opportunity to work them out. The 
task facing the U. S. government, busi- 
ness and people is to save democracy 
from the threat it now faces from war, 
Mr. Arnold said. He called on all three 
groups to realize and accept their re- 
sponsibilities in full. 

He praised those business leaders who 
have already denounced the principle of 
war profits and labelled such profits un- 
desirable. He urged business men 
everywhere to “look gift horses in the 
mouth” and turn down government sub- 
sidies and donations, however attrac- 
tive. “The very multiplicity of agencies 
and undertakings through which public 
money may be obtained today is a 
threat to our national character,” he de- 
clared. “Business men should take the 
lead in resisting this threat.” 

The present trend of business towards 
sounder public and labor relationships 
marks encouraging progress towards 
the uniting of all groups and classes, 
he stated, but insisted that strengthen- 
ing of employer-labor relationships “will 
ultimately be accomplished by labor 
leaders of fair minds and business men 
of fair minds—not by laws which at- 
tempt to straitjacket human relation- 
ships.” 

He again called for a great surge of 
research activity by business, to solve 
such pressing economic problems as the 
absorption of farm surpluses by finding 
new uses for various products. 

Government, as its part, should en- 
courage business to take the risks of 
expansion and founding of new enter- 
prises which will mean jobs for mil- 
lions, Mr. Arnold urged. It can only 








Colorado Court Holds Life 
Agents to Be Employes 





DENVER—That life insurance com- 
panies must make payments to the state 
unemployment compensation fund to 
protect their agents against loss of their 
job was ruled by the Colorado supreme 
court in a test suit filed by Equitable 
Life of Iowa. 

In upholding a Denver district court 
decision it was decreed that life insur- 
ance agents are servants and not inde- 
pendent contractors under the act since 
agents must comply with all general and 
special instructions issued by their com- 
pany. Major life insurance companies 
have refused to pay on the grounds that 
agents in various states are independent 
contractors. It is understood that the 
decision will be appealed. 


FIGHTS NORTH CAROLINA ACT 


Occidental Life of North Carolina has 
filed a petition in the Wake superior 
court at Raleigh challenging the validity 
of the North Carolina unemployment 
compensation act. 

It contends that its general and dis- 
trict agents and special representatives 
are not employes within the meaning of 
the law. It further claims that the bu- 
reau of internal revenue has held that 
agents similar to those through whom it 
does business are not covered by the 
federal social security act, and that the 
federal and state laws are intended to 
work in harmony. 

In a recent action brought by the 
Jefferson Standard Life it was held by 
the North Carolina supreme court that 
the agents whom the company con- 
tended were “independent contractors” 
were covered by the state act. The 
question of non-conformity of the state 
act with the federal law did not enter 
into the case and it is this point which 
is being raised by Occidental Life. 








do this, he said, by removing present 
penalties which make the odds against 
success so heavy that any business man 
with judgment enough to be successful 
hesitates to take the gamble. 

Mr. Arnold paid tribute to the objec- 
tives of the present social security legis- 
‘lation, and to the purposes of the ad- 
ministration. He pointed out, however, 
what the personal thrift of a demo- 
cratic people could mean in solving the 
problems of depression and insecurity. 

“The new deal’s entire program of 
relief and work projects of all kinds 
from 1933 through 1938 paid out $12,- 
800,000,000; while in the same period 
life insurance in its regular operations 
in handling the savings of the people— 
and without creating any indebtedness 
—poured into the national economy 4 
total of $15,700,000,000, besides policy 
loans which averaged more than $3,000,- 
000,000 outstanding from 1933 through 
1938,” he stated. 





Anniversary Luncheon 
of the Prudential Held 


NEWARK—About 500 of northern 
New Jersey’s leaders in business, the 
professions, and the clergy, were guests 
of the Prudential at its anniversary 
luncheon last week. It was the first of 
these affairs at which President Franklin 
D’Olier officiated as the Prudential’s 
chief, last year’s luncheon having been 
omitted out of respect to the memory 0 
President E. D. Duffield, who had died 
shortly before the anniversary date. 

With the exception of last year, these 
buffet luncheons, which are the means 
of bringing many old acquaintances, to- 
gether, have been held every year since 
the first one, which was held on the 50th 
anniversary celebration in 1925. 


White Leaves Bankers National 
Alexander White, agency secretary 
Bankers National Life, has resigned an 
expects to announce his plans shortly. 
Mr. White has been with the Bankers 
National for the past 10 years. 
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Pink Feels Clause 
for War Not Needed 


Tells Ohio Agents That 
Restrictions Should Not Be 
Too Drastic 


DAYTON, O.— Superintendent Pink 
of New York, addressing the convention 
of the Ohio Association of Insurance 
Agents, expressed the opinion that 
there is no reason for a war clause in 
life policies at this time. However, he 
said, if the companies desire to insert 
such a clause as a protection against 
the future, the commissioners undoubt- 
edly will make no objection. 

Many of the clauses that haye been 
submitted are too ambiguous, drastic 
and far reaching, Mr. Pink declared. 
One clause provided that the proceeds 
would not be paid if the insured died 
directly or indirectly from “exposure 
outside the continental limits of the 
United States, Dominion of Canada, and 
Newfoundland to any of the hazards 
of war.” 


Clause Should Be Simple 


If any war clause is to be inserted, 
he said, it should be simple and free 
from drastic restrictions. Uniformity is 
desirable, so that companies will not 
compete for business on the strength 
of the liberality of such clauses. New 
York expects to follow the leadership 
of the life committee of the commis- 
sioners’ association of which Lloyd of 
Ohio is chairman. 

Mr. Pink recalled that in the last war 
the mortality of those in the service in 
some instances was less than that of 
civilians. War causes more deaths 
a civilians than combatants, he 
said. 

Mr. Pink discussed the question of 
extension of operations of American 
companies to foreign countries. There 
has been some interest shown in writ- 
ing foreign business on the part of 
United States Life and Pan-American 
Life. While there is undoubtedly great 
opportunity for American companies in 
extending life business to Latin-America 
and the West Indies there is also great 
danger, he said. 

Conducting a life business in foreign 
countries is a difficult operation. Such 
extension should be preceded by study, 
experimentation and effort to compre- 
hend the desires, habits, customs, and 
financial arrangement of the countries 
in which it is intended to work. 

“A reasonable extension of our life 
business is undoubtedly desirable from 
the standpoint of international good 
will and community of interest, but the 
solvency of our companies and the wel- 
fare of our own policyholders must not 
be impaired,” he asserted. 

Mr. Pink observed that Americans 
never have been world-minded like the 
British, whose companies sell insurance 
in 60 or 70 countries with almost as 
many languages and currencies. 





England Named at Tyler, Tex. 


Wayne H. England has been appointed 
manager of the new east Texas agency 
of California-Western States Life. Mr. 

ngland entered life insurance in 1930 
and has an outstanding record as a per- 
sonal producer, district manager and 
feneral agent. He has served with the 
) “yo Life of New York, Aetna Life 
an Guarantee Mutual Life. His head- 
quarters will be in Tyler. Twelve new 
ant were established in Texas during 

€ ‘ast six months. Further agency ap- 
cee eras in Austin, Waco, Abilene 
nd El Paso are being considered. 





lien on Cincinnati Mutual Policies 
acincinnati Mutual Life policies that 
are iment emsured by Life of Detroit 
impressed with a 50 percent lien. 
“hm assured voluntarily accepted the 
» 4S a mean of avoiding receivership. 





Sale Can Be Killed 
as Well as Helped 
by Social Security 


BROOKLYN—The way that social 
security is used in the approach de- 
termines whether it helps or kills a sale, 
Bernard Zahn, supervisor Brooklyn 
agency New England Mutual, told the 
Brooklyn Life Supervisors Association 
this week. Mr. Zahn said that agents 
may have their own ideas about the 
value of mentioning social security at 
all in a sale but if the prospect brings 
it up the agent must be able to discuss 
the act intelligently. 

Mr. Zahn warned against suggesting 
a rearrangement of the client’s present 
program so as to fit social security into 
it. This too frequently means, he said, 
that with the new social security bene- 
fits the prospect does not need any ad- 
ditional insurance. It is better strategy, 
he said, to suggest that in the light of 
social security the old program should 
be pushed aside and a brand new pro- 
gram set up. 

The advantage of this system is that 
the man’s present program is usually the 
result of his objectives being whittled 
down far below what he would actually 
like, this having been done in order to 
keep the premiums within reason. By 
reopening the entire question, the pros- 
pect gets to talking in terms of his orig- 
inal objectives, with minimum require- 
ments considerably above those on 
which his old program was based. 

A point about the new social security 
benefits on which most insured and 
many agents go wrong, Mr. Zahn has 
discovered, is the term “average wage.” 
The layman is likely to assume that the 
income he has received (up to $250 a 
month) divided by the number of 
months he will have worked will con- 
stitute his average wage. Actually, 
however, the divisor includes not only 
the months he will have worked since 
ace act went into effect Jan. 1, 1937, 
but also the months in which he may 
not have worked, in other words, all the 
months between Jan. 1, 1937 and the 
date of his reaching age 65, in the com- 
puting of old age benefits, while for 
survivorship benefits the divisor is the 
number of months from Jan. 1, 1937 to 
the occurrence of death. The 1937 date, 
of course, applies only to those who 
were already 21 on that date. 

Mr. Zahn advised against translating 
social security survivorship benefits into 
terms of lump sum life insurance, since 
this is likely to make the prospect feel 
that he has a large amount of insur- 
ance placed in his lap. 

J. T. Curtin, resident manager Na- 
tional Underwriter Company, explained 
the operation of the new social secur- 
ity “Datagraph” and social security 
slide rule. 





Five Objectives of 
National Group 





(CONTINUED FROM PAGE 3) 


“4. To develop all possible means 
for using our membership to dissemin- 
ate sound information regarding the in- 
stitution of life insurance and to use 
our strength and influence to protect 
policyholders and beneficiaries from 
being misled by those who seek, for 
their own selfish interest, to tear down 
legal reserve life insurance. 

“5. To emphasize quality as well as 
quantity in an aggressive effort to 
strengthen and extend our membership; 
to intensify and broaden our service to 
state and local associations, in meeting 
their problems and in promoting their 
service to individual members.” 





Wallace N. Watson, Connecticut 
Mutual at Boston, has been elected 
regional director in New England for 
the National Federation of Sales Ex- 
ecutives. 
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€¢ Wt is our objective to provide our 
field representatives with all 
necessary tools, tangible and 
intangible with which success is 


99 


achieved in insurance selling. 


WALTER W. HEAD, President 
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You can’t do TODAY’S insurance sell- 
ing with YESTERDAY’S tools and be 
successful. Today, your insurance port- 
folio must contain complete multiple 
line coverage—coverage geared to, and 
synchronized with, current economic 
and social trends. 

General American Life, with its 
Multiple Lines, gives the public the 
coverage. it wants. Fitting examples 
are the two most recent additions to 


our sales kit: 


* The Progressive Hospital, Nurse and Sur- 
gical Expense Health Policy for individuals. 


* Employee and Dependents Group Hospital- 
ization and Surgical Procedure Benefits 


Insurance for employee groups. 


Just two reasons (and there are plenty 
of others) why General American Life 
agents and agencies are forging ahead. 

Get all the facts about General Amer- 
ican Life... its *Multiple Line Cover- 


age... its kit of insurance selling tools. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 
St. Louis, Missouri 





*MULTIPLE LINE COVERAGE: Participating « Non-Participating « Salary 
Savings « Juvenile « Sub-Standard « Annuities + C ial Accident and 
Health and Hospitalization « Group Life ¢ Wholesale Insurance + Group Acci- 
dent and Sickness « Group Accidental Death and Di berment ¢ Empl 
and Dependents Group Hospitalization with Surgical Proced B 
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Western & Southern 
Rally Reminiscent 
of Cheering Section 


Nearly 1,200 at Chicago 
Gathering, Prove Highly 
Demonstrative Audience 


About 1,150 Western & Southern rep- 
resentatives from Chicago and Illinois, 
Missouri and northern Indiana, and 
their wives enjoyed a banquet and dance 
Saturday evening in Chicago. This cul- 
minated a get-together for the division. 

The agency department of Western & 
Southern has a faculty of keeping the 
spirit of these rallies at a high pitch 
throughout. The gathering was almost 
reminiscent of a cheering section at a 





CHARLES F. WILLIAMS 


football game. Instead of having merely 
two or three songs before the fruit cups 
are served, the Western & Southern 
gathering was kept in song throughout 
the entire period of the meal, under the 
direction of Alice Blue, vivacious song 
leader, to the accompaniment of the or- 
chestra of Don Pedro. 

The crowd was brought to its feet, 
(CONTINUED ON PAGE 18) 





Social Security 
Actuary Predicts 
$250 Burial Benetit 


DETROIT—Principal changes in the 
social security act were brought about 
by a departure from the savings type of 
insurance to one based upon the group 
insurance principle, W. R. Williamson, 
chief actuary social security board, 
Washington, told Detroit C. L. U. chap- 
ter and students at a dinner meeting. 
Contributions are likely to rise consider- 
ably over a period of years, Mr. Wil- 
liamson said. From the present 2 per- 
cent the contributions jump to 6 percent 
in 1940, and are likely to go still higher 
as the program expands to a possible 
maximum of as much as 22 percent of 
the wage. Social security is likely to en- 
croach on certain types of life insurance 
as the program expands, he admitted. 
Burial funds are likely to be added, for 
one thing, beginning probably with $250 
and probably rising with the passing 
years. 


Provide Sounder Program 


Pointing to the new provisions which 
provide benefits for orphaned children, 
widows and parents of insured workers, 
Mr. Williamson declared the amend- 
ments provide a sounder program. “It 
considers temporary and _ long-range 
sickness, unemployment insurance and 
other contingencies with which we are 
faced.” He hopes to see the program ex- 
tended to include agricultural workers, 
domestics and the self-employed. 

“The employer who thinks he is mak- 
ing a contribution toward the program 
cost construes it as part of the wage 
bill. If the employer thinks, as many 
do, that in making the social security 
payments for his employes he is paying 
a federal tax, then he thinks that the 
government is being paternalistic in giv- 
ing benefits. I believe that the contri- 
bution is part of the wage bill.” 

Admitting that the social security 
program is still in its infancy. Mr. Wil- 
liamson predicted that many changes 
toward standardization are likely. He 
cited the Swedish system which has been 
in operation for many years, in which 
the payments to eligibles are made on a 
basis of five different classes based on 
standards of living. Residents of large 
cities receive larger compensation, those 
of smaller cities and towns a lesser 
amount and rural residents a still lower 
scale because of the difference in their 
standards. 


M. A. White, agency manager Jeffer- 
son Standard Life, is visiting offices on 
the Pacific Coast. 








Bids Are Announced 
for American Life 


Six Companies Submit 
Plans to Take Over the 
Defunct Institution 


LANSING, MICH.—Six bidders of- 
fered proposals for reinsurance of the 
business of the defunct American Life 
of Detroit before the deadline for re- 
ception of proposals expired, they being 
American Mutual Life and the Central 
Life of Des Moines, Federal Life 
of Chicago; American United Life of 
Indianapolis, Life of Detroit, and the 
Michigan Life of Detroit. 


All Propose Liens 


All of the proposals are lien plans, the 
suggested figures ranging from 50 to 75 
per cent, indicating that the assets are 
not valued at anything like the book 
figures whose alleged accuracy was de- 
fended so stoutly by the management 
when it sought to avoid the receivership 
demanded by the Michigan department. 
General provisions of the plans are 
fairly similar, department officials said, 
but each has its distinctive features 
which will be given an airing as to 
comparative merits at the court hearing 
before Judge Leland W. Carr under 
whose supervision the entire receiver- 
ship proceeding has been conducted, 
Oct. 31. 

Commissioner Emery, the permanent 
receiver, is awaiting a conference Mon- 
day with the commissioners of Iowa, 
Texas, Oklahoma and Indiana and with 
the Texas receiver, who is arrayed 
against the Iowa commissioner and re- 
ceiver in a test suit seeking to deter- 
mine whether more than $3,000,000 
worth of the assets deposited in Iowa 
are general assets or’ a trust to meet 
obligations of the old American Life 
of Des Moines which the Detroit car- 
rier, then the Northern Assurance of 
Michigan, purchased in 1921. 


Tom Baker Heads Kansas City Club 


Tom Baker of Kansas City Life was 
elected president of the Home Office 
Life Underwriters Club of Kansas City 
at the annual meeting. D. B. Alport, 
Business Men’s Assurance, is the retir- 
ing president. The new first vice-presi- 
dent is C. D. Scott, Business Men’s As- 
surance; second vice-president, Miss L. 
oA Smith, National Fidelity Life; sec- 
retary, Mrs. B. B. Willard, Midland 
Life and treasurer, Pat Humphrey, 
Kansas City Life. 








Quarter Century of 
Weekly Production 
Creates a Record 


Lincoln National Life Pays 
Tribute to O. F. Gilliom 
of Berne, Ind. 


The record for consecutive weekly 
production was formally signalized Oct. 
10, when officers of the Lincoln National 
Life tendered a testimonial dinner to 
General Agent O. F. Gilliom of Berne, 
Ind., in recognition of his 25 years of 
consecutive weekly production. The 
mark was attained Oct. 10. In honor of 
his feat of producing at least one appli- 
cation each week for a quarter of a cen- 
tury, Mr. Gilliom received a solid gold 
wrist watch suitably engraved, a hand 
engrossed scroll of quarter century con- 
secutive weekly production club mem- 
bership, and the plaudits of his com- 
pany, his community and the insurance 
fraternity. 


Been Company Leader 


The dinner was held in the community 
auditorium in Berne. More than 150 
guests were present, including Lincoln 
National Life officers, general agents, 
members of the Gilliom agency, promi- 
nent policyholders, and citizens of Berne 
and surrounding towns. 

In addition to producing at least one 
application each week for more than 
1,300 weeks, Mr. Gilliom has been the 
leading personal producer of his com-' 
pany six different years—more often 
than any other man in the company 
ranks. The Gilliom agency now has 
more insurance in force than had the 
Lincoln National when he first became 
associated with it. 


Dern Extends Compliments 


Chairman A. F. Hall served as toast- 
master of the banquet program and re- 
minisced about the early experiences of 
Mr. Gilliom in Berne. He then intro- 
duced the following Lincoln National 
Life general agents: J. C. W. Coppess 
and R. R. Coppess, Greenville, O.; S.A. 


Bardwell, Cleveland; G. F. Lofthouse, 
Detroit, and V. J. Harrold, Fort 
Wayne. Stressing the national prestige 


(CONTINUED ON LAST PAGE) 





SPEAKERS AT MEDICAL DIRECTORS MEETING IN NEW YORK 





DR. H. W. COOK, N. W. National 
President 


R. D. MURPHY 
Equitable Society 


DR. W. E. THORNTON 
Lincoln National Life 


DR. S. J. STREIGHT 
Canada Life 
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Life Presidents to 
Gather Dec. 14-15 


President Linton of Provi- 
dent Mutual Presides at 
New York Sessions 


M. Albert Linton, president Provident 
Mutual Life will be chairman of the As- 
sociation of Life Insurance Presidents 
annual convention Dec. 14-15, in the 
Waldorf-Astoria, New York. An at- 
tendance of 500 is anticipated, including 
life company executives from the United 
States and from Canada, with state and 





M. ALBERT LINTON 


provincial insurance supervisory officials 
from both countries. 

Mr. Linton is scheduled to make the 
opening address Thursday morning, 
speaking on the central theme, which 
with the subjects to be discussed by 
other speakers, soon will be announced. 
Mr. Linton is internationally known 
as one of the country’s leading life com- 
pany executives of 30 years experience in 
the business, and also as an outstanding 
actuary and contributor to life insurance 
literature. He also will bring to the 
chair perspectives gained through impor- 
tant service in the agency sphere. He 
has taken deep interest in matters per- 
taining to life insurance selling and, be- 
fore he became president of his company 
in 1931 was in charge of its field forces. 
In 1926-1927, and again in 1932-1933, he 
was executive committee chairman of 
the Sales Research Bureau. 


Distinguished Professional Record 


His activities in the actuarial field 
have been particularly notable. He is a 
fellow of the American Institute of Actu- 
aries, the Institute of Actuaries of Lon- 
don, and the Actuarial Society of Amer- 
ica, Of which he: was president 1936-38. 
He is secretary of the American Sec- 
tion, Permanent Committee for Interna- 
tional Congresses of Actuaries. In 1934, 
he was appointed to serve in an ad- 
visory capacity on actuarial problems on 
the President’s committee on economic 
security, and in 1937 was made a mem- 
ber of a special advisory council -ap- 
pointed to work with the social security 
board in developing amendments to the 
social security act. 

.. A keen student of life insurance and 
Its problems, his writings have added 
Pg ae to contemporary thought on 
a business and its objectives. He is 
pre author of many books and articles 
at are familiar to the laymen as well 
Ne to persons in the business and has 
€en particularly active in dispelling mis- 
Conceptions about its workings. 


7 A. E. Patterson, vice-president Penn 
em Life, has just returned to the 
po — from a business trip in the 
‘ntral and south western states. He 
visited the agencies at St. Louis, Chi- 


cago, Oklahoma City and many other 
points. 


Institute Movie in Great 


Demand This Year 


“Yours Truly, Ed Graham,” the film 
being exhibited by the Institute of Life 
Insurance, in the first 40 days was 
booked. before more than 400 organiza- 
tions in 33 states, Hawaii and Canada, 
it is reported. It also was featured 
on the programs of a score of conven- 
tions, including the National Association 
of Life Underwriters at St. Louis, and 
was widely shown by institute member 
companies at regional meetings for gen- 
eral agents and local managers. It also 
has been used in a number of theaters 
and additional theatrical showings are 
scheduled for the Annual Message Week 
of Oct. 23. Demand for the film has 
been so great that the supply of prints 
has been enlarged and November and 
December showings are being booked. 

After Jan. 1 the picture will be avail- 
able for bookings through local under- 
writers associations and general agents 
of member companies in towns under 
10,000 population, at theaters and before 
schools, churches, employe clubs of 
business and industrial concerns, civic 








N. Y. Federation 
Elects Ackerman 


as Its President 


J. F. Ackerman of Binghamton, N. Y., 
was elected president of the New York 
Insurance Federation at its annual meet- 
ing in his city. He was general chair- 
man of the convention committee. L. A. 
Wallace, director of Johnson & Higgins, 
New York City, retired as chairman of 
the executive committee after 17 years 
service. He is succeeded by F. N. Dull, 
vice-president of the Continental Cas- 
ualty in New York. Roy Choate, New 
York City, was elected vice-chairman . 


Wants More Life Companies 


An aggressive effort will be made to 
get more life companies in membership, 
the principal company participation so 
far being from casualty carriers. Be- 
cause of the growing importance of 
legislative action, not merely to cas- 
ualty companies but to all others, the 
Federation leaders feel that the organ- 
ization should be strengthened mate- 
rially by company membership. 








president Aetna Life group, New York 
City; R. T. Paine, Far Rockaway, and 
J. L. Tiernon, Buffalo; treasurer, J. A. 
Young, Albany; executive secretary, L. 
L. Saunders, Albany. Both Mr. Young 
and Mr. Saunders are veterans of many 
years service in their respective offices. 
Mrs. I. M. Hoyt of Albany was re- 
elected assistant secretary. 


Barent Ten Eyck Speaks 


Barent Ten Eyck, head of the claims 
department of the National Bureau of 
Casualty & Surety Underwriters, spoke 
at the annual banquet on the work of 
the bureau. F. D. Russell, president 
Security Mutual Life of Binghamton, 
spoke on “Public Relations in the In- 
surance Business.” H. H. Wadsworth, 
Syracuse, president Insurance Federa- 
tion of America, was a guest of honor 
and spoke briefly. 

Directors of the federation elected 
for the coming year are J. S. McClel- 
lan, Troy; L. Bates, Albany; 
Charles Bellinger, W. J. Thompson, H. 
W. Shaffer, John McGinley, L. T. 
Brown, G. F. Sullivan and Courtland 
Otis, all of New York City; J. R. 
Thompson, Amenia; W. T. Sinclair, 
Syracuse and R. T. Paine, Far Rock- 
away. 





groups, etc. So far the institute has con- New officers elected, besides Mr. Ac- 
centrated on covering major groups of | kerman, were: Vice-presidents, F. B. Read The Industrial Salesman, $1.25 2 
the adult population. Tucker, Albany; J. E. Lewis, vice-! year. 420 E. Fourth Street, Cincinnati. 
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® NATIONAL 
INSURANCE COM 


The first life insurance com- 
pany in America to set forth 
in its name that its scope was 
"national" was this Vermont 
‘company, which began busi- 
ness in 1850. Today it is truly 
national, doing business in 
thirty-six states and the Dis- 
trict of Columbia, and very 
favorably known for its integ- 
rity and rock-sound character. 
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LEADERS AT LIFE ADVERTISERS DETROIT CONCLAVE 








J. H. MeCARROLL, Bankers, Ia. 
Retiring President 





Cc. SUMNER DAVIS, President Mutual 
Vice-president 


BART LEIPER, Provident L. & A. 
Secretary 








A. SCOTT ANDERSON, Equitable, Ia. 
Executive Committee 























Ordinary, Group 


Sales Show Gains 
NEW YORK—Ordinary and group 


sales showed substantial increases in 
September but the decline in industrial 
brought the total down to a 1.9 percent 
decrease for the month, according to the 
Life Presidents Association, represent- 
ing 40 companies with 82 percent of the 
business in force. The nine month to- 
tal is 2.8 percent ahead. 

For September, the new business of 
all classes was $509,897,000 against 
$519,932,000; new ordinary $334,561,000 
compared to $321,367,000, increase 4.1 
percent; industrial “$115,935,000 com- 
pared to $173,641,000, decrease 33.2 per- 
cent; group $59,401,000 against $24,924,- 
000, increase 138.3 percent. 


New Business 51% Billion 


For the first nine months, the new 
business of all classes was $5,431,179,000 
against $5,284,113,000, new ordinary $3,- 
757,521,000 against $3,384,478,000, in- 
crease 11.0 percent; industrial $1,095,- 
543,000 compared to $1,590,520,000, de- 
crease 31.1 percent; group $578,115,000 
against $309,115,000, increase 87 percent. 


MORE THAN HALF GAINED 


The Sales Research Bureau sends out 
an advance report on September busi- 
ness. Fifty-one percent of the com- 
panies showed a gain. The volume 
was $442,597,000, being about the same 
as September of last year. The total 
volume to date is $4,776,479,000 an in- 
crease of 6 percent. New England 
showed the greatest increase in Sep- 
tember, being 16 percent and 17 for the 
year. The Pacific Coast states showed 
the smallest volume in September as 
compared with September a year ago, 
being 89 percent. These states, however, 
show an increase for the year of 4 per- 
cent. The Mountain states in September 
showed a decrease of 7 percent but they 
are about even for the year. Monthly 
and year-to-date comparisons with 1938 
for eight cities are as follows: Boston, 
106%, 111%; Chicago, 90% 106%; 
Cleveland, 111%, 112%; Detroit, 117%, 
134%; Los Angeles, 92%, 108%; New 
York, 105%, 102%; Philadelphia, 110%, 
108%; St. Louis, 103%, 108%. 





Western & Southern Meeting 


CINCINNATI—The seventh annual 
Western & Southern legion banquet of 
the home office chapter will be held Oct. 
28 at Hotel Netherland Plaza. The le- 
gion is the company’s service organiza- 
tion. A regional meeting will be held at 
Indianapolis Oct. 20-21. 








Nation-Wide $250 
Funeral Plan Irks 


Southern Solons 


WASHINGTON—The $250 nation- 
wide funeral benefit plan described at 
the recent monopoly committee hearings 
on industrial insurance, allegedly intro- 
duced only as a yardstick for the cost of 
industrial, has already run into a substan- 
tial obstacle to a possible attempt at en- 
actment. This is the reported antagonism 
of a number of southern congressmen to 
the proposal for giving everybody a 
$250 death benefit, since the plan would 
necessarily include Negroes as well as 
white persons. This angle of the racial 
question has not been acute in connec- 
tion with social security, since most of 
the southern Negroes are agricultural 
workers and are not covered by the act. 

Many insurance men are inclined to 
doubt that the aim of the Securities & 
Exchange Commission in introducing 
the $250 plan into the record was solely 
for cost comparison purposes. They be- 
lieve that even though the SEC may not 
have made up its mind what it will pro- 
pose, the introduction of the plan into 
the record was in the nature of a trial 
balloon. Thus, if the idea found favor 
with the public or its representatives in 
Congress, the SEC would be in a posi- 
tion to embody a concrete proposal in its 
report to the monopoly committee. _ If 
the reaction were adverse, nothing 
would need to be said about putting the 
plan into the law, the impression being 
left that the only purpose in bringing it 
into the testimony was as a basis for 
appraising the cost of industrial insur- 
ance. 





Detroit Actuaries Discuss 


Effect of European War 


DETROIT—The European war as it 
affects insurance contracts and practices 
was discussed at the October meeting 
of the Michigan Actuarial Society, the 
first meeting at which John T. Rohm, 
actuary of the American Life, presided. 
A. A. Speers, Michigan Life, conducted 
a round-table discussion at which such 
subjects as the probability of the use 
of war clauses on policies, necessary 
changes in policy provisions if that ac- 
tion be taken, and extra premium ap- 
plicable to various classes of business 
were discussed. A general review of the 
practices during the world war con- 
cluded the symposium. 

It was brought out that the first local 
insurer to use the war clause is the Mac- 
cabees, which began attaching supple- 








mental agreements to policies issued in 
Canada or on Canadian subjects on 
Oct. 1. Its war clause was read and 
discussed. It follows in general the 
standard war clause used by fraternals 
in the Dominion with some modification. 
The standard war charge of $75 per 
$1,000 is being added to premiums in 
cases where the war clause is attached 
and where the policyholder enlists for 
military service, in accordance with the 
practice of the Canadian companies. Pro- 
vision is made for the return of a por- 
tion of this extra premium to surviving 
policyholders at the conclusion of the 
war. 

The consensus was that American 
companies will probably incorporate war 
clauses in their contracts in the near 
future, regardless of the fact that United 
States is remaining neutral in the Euro- 
pean conflict. 


NEBRASKA WAR CLAUSE PARLEY 


LINCOLN, NEB.—Under the leader- 
ship of T. A. Sick, vice-president Se- 
curity Mutual Life of Lincoln, members 
of the Insurance Institute of Nebraska 
at an evening meeting had an interesting 
discussion of war clauses. Mr. Sick re- 
ported what had taken place in Chicago 
at the meeting of the insurance comniis- 
sioners on the subject and added some 
of his personal observations. 

Len J. Davis, president Nebraska As- 
sociation of Life Underwriters, gave a 
talk on “Cooperation Between the Home 
Office and the Field.” 

With the addition of three, the mem- 
bership of the institute is now 73. Forty- 
six attended the meeting. 


Ontario Bars Municipal Plans 


TORONTO—Ontario municipalities 
which have been considering the intro- 
duction of insurance schemes covering 
citizens who enlist for active war serv- 
ice have been warned that such action 
will not be countenanced by the On- 
tario government. 

_It was ruled that no Ontario muni- 
cipalities will be permitted to embark 
on insurance schemes, that such under- 
takings are not covered by present leg- 
islation and that special permission will 
have to be given in any instance. 


Points Out Opportunities 


NEWARK-—Social security sales op- 
portunities in programming insurance 
and social security benefits were pointed 
out by A. V. Youngman, associate New 
York general agent Mutual Benefit 
Life, before the Life Agency Supervis- 
ors Asociation of Northern New Jersey. 
The necessity of coordinating life in- 
surance with social security benefits 
provides a good reason for approaching 
prospects on a service basis. 











Probe Testimony Is 


Now Available 


WASHINGTON.—Copies of the tes- 
timony covering the first phase of the 
monopoly committee’s investigation of 
life insurance, which occupied nine 
days of hearings last February, may be 
obtained by writing to the superintend- 
ent of public documents, Government 
Printing Office, Washington. The price 
is 50 cents per copy. The volume con- 
tains 349 pages of transcript of testi- 
mony and an appendix of 134 pages of ' 
exhibits introduced in evidence. 

The February hearings covered main- 
ly the size and financial setup of life 
companies, methods of electing direc- 
tors of mutual companies, and _inter- 
locking of directorates with other cor- 
porations. Life companies whose opera- 
tions were brought out in considerable 
detail included Acacia Mutual, Metro- 
politan, Mutual of New York, New 
York Life, Northwestern Mutual and 
Prudential. 


Canadian Life Institute 
Will Continue Activities 

TORONTO—President J. D. Wil- 
liamson, Canada Life, says there will 
be no let-up in activities of the Life 
Insurance Institute of Canada during 
the war period. : 

There are 1,518 members taking in- 
stitute courses this winter. Addresses 
will be given Nov. 23 by Miss M. M. 
Mudie, Confederation Life, and Norman 
McKee, Canada Life. R. D. Taylor, as- 
sistant superintendent of claims Sun 
Life, will address the institute Feb. 15 
on “Some Questions Regarding Title to 
Life Insurance Proceeds.” George 
Ryrie, assistant actuary North Ameri 
can Life, will‘speak March 14 on “Or- 
ganization and Administration of U- 
derwriting Routine.” 


Ala. Department Appointments 

MONTGOMERY, ALA—F. ©. 
Phillippi has been appointed actuary and 
Young Boozer examiner for the Ala- 
bama department under a new law pro 
viding for a permanent actuary and ex- 
aminers. : 

Mr. Phillippi has had long experience 
in the actuarial field, having served as 4 
company actuary and for several years 
having done consulting actuarial work 
for a large clientele. 5 

Mr. Boozer is a graduate of the Unt 
versity of Alabama, having taken ful 
courses in business administration am 
accounting. Since his graduation he has 
been engaged in banking and commercial 
accounting. 


























the 
1 of 
nine 


nent 
rice 


esti- 
s of 


ain- 

life 
rec- 
iter- 
cor- 
era- 
able 
tro- 
Jew 
and 











apnea tak aaa aan ile ss a 











October 20, 1939 


LIFE INSURANCE EDITION 


9 








Variance in War Clauses 
Is Noted by Actuaries 





(CONTINUED FROM PAGE 1) 


As to boundaries, three companies ex- 
clude risks outside of the United States 
and Canada, three only outside the 
United States, one, except in the case of 
aviation, etc., would expect to cover per- 
sons engaged in military or naval serv- 
ice in the U. S.; two exclude all serv- 
ices, one excludes outside the United 
States, and excludes air service every- 
where. 

The companies’ practices as to the 
period of exclusion after termination of 
military service vary. Five reported six 
months, one 12 months, two no provi- 
sion. 


Attitude Toward Air Training 


Five companies held that air training 
expressly limits the benefits to premiums 
paid, or reserve; three said the extra pre- 
miums charged cover all risks and one 
said such limits would not apply unless 
there were a separate aviation exclusion 
clause attached or the air training were 
a part of military or naval service. 

As to the war travel clause, three com- 
panies said the return to the policyholder 
would be premiums only, seven replied 
the return would be the same as the re- 
striction for military or naval service, 
and one company reported return of pre- 
miums with full coverage im some cases 
upon payment of extra premium. Eight 
companies limit the war travel restric- 
tion to. two years. two companies have 
no time limit, and one company five 
years. 

The companies appear undecided on 
the extra premium to charge for war 
service within or outside the United 
States, war travel outside the United 
States and aviation training for military 
or naval service. 


Effect on Double Indemnity 


Five companies replied the double in- 
demnity provisic> does not cover death 
in war service and another said the agree- 
ment and all liability immediately termi- 
nate upon entering such service. 

Different questions arise in the case of 
group insurance. Some companies’ poli- 
cies terminate within a limited period 
after termination of active employment 
and some provide for continuance of the 
insurance subject to an extra premium. 
One company said all new policies is- 
sued in Canada and extensions of exist- 
ing Canadian or United States policies 
to new units located in Canada will pro- 
vide that continuance of group insurance 
during temporary layoffs or leaves of ab- 
sence will not be allowed while employes 
are serving on full time in military, naval 
or air forces, and group insurance if 
converted to the ordinary life policy will 
contain the war clause. 


Problem of Extra Premium 


There was a question as to the extra 
Premiums collected during the World 
Var, eight companies showing $37.50, 
Six companies $50 for all military and 
naval service, and five companies $100 
for foreign service only. One company 
charged $37.50 and another $50 for for- 
eign service only. Fourteen companies 
returned all such extra premiums after 
the war, one returned 80 percent, one re- 
turned none and the remaining five com- 
Panies returned between 30 percent and 
50 percent. 

Companies’ practices vary widely in 
regard to the period of notice required 
of the insured and payment of an extra 
Premium on entering war service. The 
periods run from 30 to 62 days. Some 
make provision for an extra premium 
adjustment after the war. Limits gener- 
ally have not been decided, some leaving 
this to individual consideration. Four 
Companies will apply restrictions to all 
ages, three to ages under 45 or 50, one to 
any applicant with special hazard, one 
Probably to all military ages. All com- 
panies reported premiums paid would be 
returned in case of death due to war 
Causes, and two also will pay 3 percent 
interest. 

A majority of the companies that indi- 
cated their attitude said they would ap- 





ply similar restrictions to auxiliary serv- 
ices, such as Red Cross, ambulance and 
hospital corps, Y. W. C. A., Salvation 
Army, Knights of Columbus, etc., six 
unequivocally, one for only two years, 
one “individual consideration.” 

_ Seven companies have a clause provid- 
ing for a stated extra premium, or extra 
premiums payable for the whole period 
of war service as called for from time to 
time. Such extra premiums in seven 
companies do not also cover death due 
to service, travel or flight in aircraft op- 
eration for aviation training for naval or 
military purposes in this country or else- 
where; two do provide such coverage 
within and without the U. S. and one 
within but not without the U. S. 

In answer to the question whether war 
restrictions will be placed on reinstated 
policies if they did not contain the clause 
originally, and to what extent, three 
were undecided, two reported they 
would do so, one “no,” another, to the 
extent permitted by law; one, if rein- 
statement appears influenced by. war 
hazard; one, between ages 16-50, inclu- 
sive (Canada only as yet); another, 
probably not where reinstatement is 
within 30 days of lapse. 

Change Incontestable Clause 

Eight companies reported they were 
amending the incontestable clause as to 
restricted service or travel, one amended 
in the war clause. Practices differed 
greatly in regard to the disability provi- 
sion. Two companies said the provision 
becomes null and void on entering serv- 
ice in time of war; one said its provision 
would not be automatically terminated; 
one stipulated voiding only for service 
outside this country; one, that the dis- 
ability waiver would be suspended dur- 
ing war service connected with actual 
warfare; one will not issue premium 
waiver when the policy is restricted as 
to war service. Disability income gen- 
erally will not apply during war service. 

One company stated while the U. S. 
remains neutral unrestricted coverage 
would be given insofar as possible “with- 
out laying ourselves open to too great a 
degree of antiselection.” However, the 
company feels under no obligation to 
give protection to persons engaged in 
combatant service in any army other 
than the U. S., and thus will use a clause 
on foreign born applicants. Other re- 
strictions such as generally outlined will 
be used. However, as few underwriting 
changes as possible will be made. It 
was pointed out if other companies 
would limit the amount of insurance for 
American born applicants of military 
age, a company not so limiting would 
get an undue proportion of these. 


Independence of Action 

Another company speaks for indepen- 
dence of action on the war clause, no 
matter if the commissioners recom- 
mend a particular clause for use. No 
clause should be obligatory, as “condi- 
tions might change overnight so that the 
companies ought to change their war 
clauses immediately.” Another even 
more important point is that each com- 
pany should be at liberty to decide for 
itself what hazard should be provided 
against and the way of providing against 
such a hazard. Companies also, this 
company contended, should be free to 
elect the extra premium to charge and 
to change it from time to time “as the 
circumstances or more matured judg- 
ment make this advisable.” 

This company feels the war clause ex- 
clusion should be for death. “while in” 
military or naval service and not “as a 
result” of it, an important distinction, it 
was pointed out, as disease always claims 
more men in war service than those 
killed. But in the case of disease ordi- 
narily it would be difficult if not impos- 
sible to prove death resulted from mili- 
tary or naval service. 

Other Subjects Discussed 

Carroll Nelson, associate actuary, Con- 
tinental Assurance, reviewed the Actu- 
arial Society of America meeting at Que- 
bec. Lelander Norman, Central Life of 
Illinois, took up the Northwestern Na- 
tional Life’s new renewal commission 
plan. John Gall, Continental Assur- 
ance, told of new types of policies, in- 
cluding the Northwestern National’s 


“euaranteed premium reduction” form, 
the Continental Assurance income dis- 
ability rider, and a new type of family 
security agreement which is made up of 
40 percent ordnary and 20 percent each 
of 10, 15 and 20 year term, with a mini- 
mum policy of $10,000. This reduces 
$2,000 each five years starting with the 
10th year. 


Level for Life 


The premiums are level for the life of 
the assured and start off substantially 
less than the old form, which is ordinary 
life plus the extra premium of a term 
contract. The Phoenix Mutual so far is 
the only company to have brought out 
such a form. There is a conversion priv- 
ilege on the term portions as they near 
expiry. Another feature is that the full 
proceeds may be used to purchase an in- 
come for the family in case of a death 
claim instead of deferring the face 
amount to the end of the dependency 
term as is the custom on other family 





income contracts. 


Burke Baker Heads 


Texas Association 


Burke Baker, head of the Seaboard 
Life of Houston, was elected president 
of the Texas Association of Life Insur- 
ance Executives at the annual meeting 
held in Dallas. S. J. Hay, president 
Great National was elected vice-presi- 
dent, and M. E. G. Brown, vice-presi- 
dent of the Southwestern was reelected 
secretary-treasurer. The meeting was 
the largest ever held, with each one of 
the 18 member companies represented 
by one or more executives. W. H. 
Woodward, chairman of the board of 
insurance commissioners of Texas, was 
present and took part in the meeting. 
In the afternoon all out of town mem- 
bers were the guests of C. F. O’Donnell, 
president Southwestern Life at the 
Texas-Oklahoma football game played 
in the Dallas stadium. 








WORTH SELLING 


The late Calvin Coolidge never overtalked. 


Consequently, when he did speak men usually 


listened. They expected brevity and wisdom. 


Once he made this observation: 


“He who sells a life insurance policy 


sells a certificate of character, an 


evidence of good citizenship, an un- 


impeachable title to the right of self- 


government.” 
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Revelations from Washington Hearings 


By Now it must be obvious to nearly 
everyone in the life insurance business that 
the TNEC investigation of life insurance 
conducted during the year in Washington is 
one sided, prejudicial, and that it resulted 
in “smearing” the good name of life in- 
surance. From the life insurance business 
as a whole there has not been a great deal 
of protest over what was done in Wash- 
ington. The unfairness of the hearings has 
been recognized, but there has been no 
organized protest and very few individual 
criticisms. The attitude of life insurance 
excutives generally has been that the in- 
vestigation uncovered nothing seriously 
detrimental, no irregularities and that the 
“accomplishment” of the investigators 
would only be dignified by an outcry from 
the ranks of life insurance. 

But a change in attitude was noticed at 
the recent meeting of the AMERICAN LIFE 
CONVENTION in Chicago. C. B. Rossins, 
its manager and_ general counsel, told 
plainly and in detail the way in which the 
hearings were held and how definitely un- 
complimentary they were to the life insur- 
ance business. L. A. Lincoxn, president of 
the MetropoLiraAn Lire, made a sort of 
surprise talk in which he voiced his objec- 
tion to the obvious object of the investiga- 


tors, which was clearly to discredit life in- 
surance. Mr. Lincotn remarked that 
throughout the hearing absolutely ‘nothing 
of a complimentary nature to life insurance 
was said or allowed to be said. Those 
conducting the hearings were seeking only 
to find something unfavorable. He cited 
examples of this, such as a phonograph 
record of a radio broadcast given by Mor- 
RIS H. S1ecet, the New York “counsellor” 
being heard at one of the committee hear- 
ings, even though a transcript of the broad- 
cast had already been read into the record. 

Every thoughtful life insurance man 
should be impressed with what Col. Ros- 
BINS and Mr. LincoLn had to say. These 
men revealed that life insurance officials 
are taking a militantly aggressive attitude 
against any further manifestations on the 
part of federal investigators of unfairness 
to the institution of life insurance. From 
what they said it can be concluded that the 
life insurance business does not intend to 
be placed in a false light or have its repu- 
tation damaged. The “findings” of the 
Washington investigators are no longer to 
be dismissed as unworthy of notice. The 
life insurance business intends to fight back, 
and many feel that it is high time for it 
to do so. 


Difficult Task for the Agents 


PERHAPS no more difficult task presents 
itself to the life insurance field men than 
attempting to understand the social security 
act under its present form of establishing 
monthly benefits and interpreting its mean- 
ing and scope to policyholders and pros- 
pects. ALBErt Hirst of New York City, 
prominent attorney, in an address before 
the C.L.U. chapter in his city, called at 
tention to the fact that there is so much 
superficial similarity between the new act 
and life insurance, and so much real dis- 
similarity between the two systems that 
agents and others who come in contact 
with the people face an important task. 


Agents especially should read Mr. 
Hirst’s dissertation, which they will have 
the privilege of doing inasmuch as the 
Diamonp Lire Buttetins will publish it 
in full, Mr. Hirst brought out the fact 
that the differences are not theoretical or 
academic but are very practical. In his 
opinion the people will either over estimate 
the effect of social security or under esti- 
mate it. The social security act covers 
some cases and does not others. Altogether 
the social security act is a sweeping meas- 
ure and it should be accurately and plainly 
interpreted to policyholders and pros- 
pects by insurance men. 


Interpreting the Social Security Act 


Everyone in the life insurance business 
would do well to memorize a_ sen- 
tence contained in the congressional re- 
port which accompanied the recent revi- 
sions of the social security act. The sen- 
tence reads: “With limited funds avail- 
able for this type of insurance protection 
(meaning social security benefits) indi- 
vidual savings and other resources must 
continue to be the chief reliance for se- 
curity.” 

Whether they like it or not, life insur- 


ance men, particularly agents, are going 
to have to shoulder the largest share of 
the burden of explaining to the Ameri- 
can public what the social security act is 
all about. Consequently, agents will need 
to keep constantly in mind and to help 
their clients and prospects keep in mind 
the fact that Congress’s aim is to take 
care of fundamental needs but that be- 
yond these individuals are expected to 
take care of their own social security in 
much the same way as they have in the 





past. It would be extremely unfortunate 
if the public were to get the idea that 
if Congress can provide so much with- 
out bankrupting the country it can read- 
ily do much more. 

The truth is that under any system of 
true social insurance individual equity is 
of necessity almost completely ignored. 
Under the new setup it will be possible 
for a man to contribute a sizable per- 
centage of his pay for upwards of 40 
years and all that anybody will get out 
of it will be half a year’s retirement al- 
lowance. On the other hand, those who 
reach retirement age within the next few 
years are going to get out vastly more 
than they put in. 

To set up an orderly system for keep- 
ing the aged, the fatherless,-and the 
widow with young children from want 
it is reasonable that the principle of in- 
dividual equity be violated to a certain 
extent. However, any attempt to raise 
the level of benefits would put an inde- 


fensible burden on large numbers of per- 
sons who would stand no chance of re- 
ceiving back a comparable return. To 
take from everyone according to his abil- 
ity and to give to everyone according to 
his need may be sound socialistic philos- 
ophy but most Americans are too much 
individualists to tolerate that doctrine to 
a greater extent than is absolutely essen- 
tial from a humanitarian standpoint. 

The danger is that in using the social 
security act as a sales tool, agents will 
create the impression, that benefits pro- 
vided under the social security act are 
inadequate. By and large, they are more 
than adequate. The fact that they are 
necessarily and properly limited to ful- 
filling minimum needs leaves the way 
open for supplementary protection for 
those who want and can afford more 
than the minimum. The term “inade- 
quate” is one which should be used with 
caution by life agents in connection with 
social security. 








PERSONAL SIDE OF THE BUSINESS 





C. B. Crawford, senior vice-president 
Washington National, is on a Pacific 
Coast trip. 

Walter H. Peck, Dallas manager 
Volunteer State Life, will be confined 
to Baylor Hospital for several weeks 
following an operation. 

An insurance man with more than or- 
dinary interest in the progress of the 
liner Iroquois across the ocean is 
Matthew Thompson, who is agency su- 
pervisor for American Reserve Lite of 
Omaha. In 1933 and 1934 Mr. Thomp- 
son was cruise director for the Iroquois 
on winter West Indies runs. He served 
in the British navy from 1918 to 1924, 
then came to this country and served 
on various American ships. 

J. J. Hallinan, agent of the Connecti- 
cut Mutual Life for many years in Con- 
cord, N. H., is chairman of the com- 
munity chest fund campaign there. Mr. 
Hallinan is on the board of governors 
of the community chest. 

William Capps, Des Moines super- 
visor of the Pacific Mutual Life, will 
marry Adelle Catlin of Oclwein, Ia., 
who is employed by the Equitable Life 
of Iowa, early in November. 

Alberta Stutzman, advertising man- 
ager of the G. E. Lackey agency of the 
Massachusetts Mutual Life in Detroit, 
was the busiest woman in the city early 
this week. She acted as publicity rep- 
resentative for two conventions meet- 
ing simultaneously, the Life Advertis- 
ers Association and the Midwest 
Conference of Women’s Advertising 
Clubs, in addition to her work for the 
agency. 

John A. Stevenson, president of Penn 
Mutual Life, has been elected a director 
of Franklin Fire of Philadelphia, a 
member of the Home of New York 
group. 

Irving I. Held, Sr., one of the 
premier producers of the W. T. Nolley 
agency of the Northwestern Mutual 
Life at Richmond, Va., was taken ill 
while visiting relatives in Harrisonburg, 





Va. His condition was reported very 
serious for a time but is now improved. 
He is the father of L. I. Held, also 
Richmond agent of the Northwestern 
Mutual, who is active in association af- 
fairs and of I. I. Held, Jr., with the 
same company in New York City. 

S. P. Deeds, claim adjuster of the 
Ohio State Life for 25 years, and with 
the insurance department of the Colum- 
bus “Dispatch” for the past three years, 
died from heart disease. 


A. G. Dickinson, manager advertis- 
ing department Republic National Life, 
Dallas, 
Dallas were married there. 

C. J. Zimmerman, president National 
Asociation of Life Underwriters and 
general agent Connecticut Mutual in 
Chicago, addressed a meeting of the 
Hugh C. White general agency of that 
company in Detroit during his visit to 
the city to address the annual conven- 
tion of the Life Advertisers Association. 

Prominent among the life men of De 
troit who were lured into northern Mich- 
igan by the opening of the bird hunting 
season were Seth W. Ryan, general 
agent Penn Mutual; M. L. Woodward, 
director of sales, Johnston & Clark 
general agency, Mutual Benefit; Guy 
Reem, general agent State Mutual, and 
his brother, Glenn Reem, manager Guar* 
dian Life. 

The net estate of the late President 
J. B. Reynolds of the Kansas City Life 
as fixed by the state inheritance tax au- 
thorities was $344,282. A payment of 
$2,721 had been previously made as part 
of the tax and another payment of $5, 
570 was made last week. 

On the birthday of Henry S. Nollen, 
chairman of the board of Equitable Life 
of Iowa, agents sent in 277 applications 
for $925,000. 

Commissioner Newbauer of Indiana, 
who has been suffering from a broken 
foot for several weeks, is now going to 
his office daily on crutches. The acct 
dent which caused the foot injury oc- 
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curred when Mr. Newbauer was at- 
tempting to impress upon a cow on his 
farm that a certain field was on the 
prohibited list for cows. 

John H. Guthery, a member of the 
Marion, O. agency of the Ohio State 
Life and one of its oldest agents, and 
Mrs. Guthery will observe their golden 
wedding anniversary next Sunday at 
their farm near Larue, O. Mr. Guthery 
was born on that farm 75 years ago. 

R. F. Low, president of the American 
Reserve Life of Omaha, is in New York 
City this week attending the meeting 
of the national executive board of the 
Boy Scouts of America. He has been 
actively interested in the various phases 
of scout work for nearly 20 years, and 
in addition to being a member of the 
national executive board, he is vice- 
chairman of region 8. He is particularly 
interested in sea scouting, and at pres- 
ent is national rear commodore, re- 
gional commodore of region 8, and skip- 
per of the sea scout ship “Flying 
Clcud” of Omaha. 

O. A. Lichtenberger, cashier and as- 
sistant treasurer of the Wisconsin Na- 
tional Life, following the recent meeting 
of the American Life Convention in Chi- 
cago, left for Lake City, Minn., ostensi- 
bly on a short vacation. He was mar- 
ried there to Miss Emmie Schneider, his 
secretary, by the Rev. J. N. Barnett, an 
intimate friend of long standing of Mr. 
Lichtenberger and a former national 
chaplain of the American Legion. Mr. 
Lichtenberger has been with the Wis- 
consin National for 25 years and Mrs. 
Lichtenberger for a number of years. 
They are now at home in Oshkosh, Wis. 

H. J. Cross, 68, state agent of the 
Mutual Life of New York for Maine, 
died at his home in Augusta, from a 
heart attack. He had been in the busi- 
ness 20 years, early in his career hav- 
ing represented the Provident Mutual 
in Chicago. 

E. P. Carroll, 58, superintendent of the 
Prudential at Erie, Pa., died at his home. 





Three New A. L. C. Companies 


_ Three additional companies. « have 
joined the American Life Convention— 
the Union Central, Peninsular Life and 
National Reserve Life. The A. L. C. 
membership now stands at 154 and sev- 
eral more companies are expected to 
make application before long. 


COMPANIES 











JUNIOR 
SUPERVISOR 


Salesman under 31 years of age 
with three or four years of suc- 
cessful production (must have rec- 
ord of $150,000 or better), who has 
aspirations for Agency work, for 
a position as Junior Supervisor in 
a large established Chicago 
Agency of one of the strongest 
Eastern Mutual Life Insurance 
Companies. 


Splendid opportunity for ad- 
vancement. Salary. Address in 
confidence, setting out your com- 
‘plete record plus educational qual- 
ifications. 
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Report Made on the 
George Washington 


The West Virginia and Kentucky 
departments have made an examination 
of the George Washington Life as of 
Dec. 31. There was a decrease made in 
the value of the bonds. The examiners 
made a reduction in surplus on this ac- 
count of $127,338, the total surplus re- 
duction being $139,860. As a result of 
this, the surplus was wiped out and 
there is a deficit in capital amounting 
to $39,860. The capital is $250,000, 
therefore, the unimpaired item is $210,- 
139. The West Virginia laws require 
$200,000 capital or surplus. The com- 
pany has sufficient extra funds, there- 
fore, to meet the demands of the law. 

It is thought that the capital may 
be reduced and the difference be added 
to surplus or additional funds will be 
provided. The majority of the bonds 
are railroad and public utility and they 
have been subjected to market depre- 
ciation. The bonds were substituted for 
other securities in 1933 when the pres- 
ent management took charge, the old 
securities being less desirable. They 
represented real estate properties that 
had been acquired, defaulted mortgages, 
questionable mortgages, etc. The exam- 
iners found that the liquidity of the in- 
vestments had improved and the yield 
also showed a higher figure. The com- 
pany states that early in October the 
gain in market values on the bond ac- 
count amounts to about $150,000 due to 
the increase in these bonds brought 
about by the war situation in Europe. 


Western States, Dallas, Takes 
Over Tyler, Tex., Company 


DALLAS—tTransfer of about $1,- 
500,000 of ordinary life insurance from 
the defunct Texas Mutual Reserve Life 
of Tyler to the new Western States 
Life of Dallas has been approved by 
the district court of Travis county, 
which ordered the Texas Mutual Re- 
serve into receivership on petition of 
Attorney-general Mann. This brings to 
more than $2,600,000 the insurance in 
force of the Dallas company, which 
began business July 1. 

New Western States policies are be- 
ing issued to Texas Mutual Reserve 
policyholders, without liens. 
claims will be paid in full. After pay- 
ment of court expenses, the Western 
States had $18,000 of Texas Mutual Re- 
serve funds on hand, which is being ap- 
portioned among the policyholders and 
is being used to date back the new 
policies. Texas Mutual Reserve policies 
were on a participating basis and the 
new Western States contracts to. re- 
place them will be on a non-participat- 
ing plan. 

The ordinary department of the 
Western States has opened a branch 
agency office in Tyler under the man- 
agement of B. A. McPhail, formerly 
with the Southland Life, who has been 
appointed supervisor. for east Texas. 








Penn Mutual's New Trustee 


The Penn Mutual Life has elected-as 
trustee C. R. Shipley, president of John 
Wanamaker Philadelphia, John Wana- 
maker New York, and: the A. T. Stew- 
art Realty Company. He is a director 
of these three corporations as well as of 
John Wanamaker, London. He is a di- 
rector and member of the executive 
committee of the Pennsylvania Company 
for Insurance on Lives & Granting An- 
nuities, Philadelphia. 





Security Life & Trust Record 


Security Life & Trust of Winston- 
Salem, N. C., reported an exceptionally 
good production during the month hon- 
oring T. D. Blair, vice-president and 
agency manager. The production was 
more than double that of the previous 
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8820 DIFFERENT POLICY 
CONTRACTS NOW OFFERED 
BY UC. 


A recent check-up showed that 
Union Central, through its 
wide range of basic policy 
forms and various combina-— 
tions of optional settlements, 
is writing contracts to 
satisfy 8,820 different needs 
for protection. Within this 
number there is a contract 
accurately suited to the 
requirements of practically 
every man, woman and child. 
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EFFECTIVE IMMEDIATELY, 
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month; it represented an increase of 
more than 17 percent over the same 
month the previous year, it was the larg- 
est ordinary business ever received in 
One month, it was the highest business 
per man and more individual producers 
were heard from. The Atlanta agency 
had first place and F. M. Payne was the 
‘leading producer. 


Report on North American Life 


The Illinois department has issued a 
report of an examination of North Amer- 
ican Life of Chicago, showing that as- 
sets as of Dec. 31, 1938, were $13,152,855, 
capital $500,000 and net surplus $287,590. 
Its leading states in premium income in 
1938 were Ohio, $279,176, Illinois $261,- 
135, Wisconsin $166,676, Missouri $137,- 
277, New Jersey $133,629, Michigan 
$119,529. 

The agency system is conducted on 
the branch office managerial plan with 
the general supervision under the direc- 
tion of the first vice-president. Twelve 
branches are maintained. A program of 
consolidation and elimination of the less 
profitable offices has resulted in econ- 


omies. Premium income in 1938 was 
$1,599,464, total income $2,449,266, pay- 
ments to policyholders $1,154,778, total 
disbursements $2,140,794, new business 
written $9,599,573, insurance in force 
$65,705,399, mortality ratio 55. 


Northwestern National Publicity 


O. J. Arnold, president Northwesterp 
National Life, has been getting some 
very splendid publicity in the Minneap- 
olis papers. For instance, in the Minne- 
apolis “Tribune” of Sunday there was 
a guest editorial written by him ep- 
titled “Minneapolis Goes to Town.” In 
the same edition there was a page de- 
voted entirely to the Northwestern Na- 
tional Life presenting its achievements, 
its service, its record and progress. It 
was the second in a series of instity- 
tional advertisements showing the in- 
dustry’s relationship to Minneapolis and 
the northwest. The Northwestern Na- 
tional was characterized by the Minne- 
apolis “Tribune” as a “pace setter in its 
field.” It spoke of the company as a 
“national leader in progress of life in- 
surance.” 











AMONG COMPANY MEN 





Penn Mutual Agency 
Men Are Advanced 


The Penn Mutual announces the pro- 
motion of the following in the agency 
department: 

U. F. Quirk be- 
comes assistant to 
the agency vice- 
president. <A. M. 
Hopkins, Jr., and 
C. C. Cooper have 
been appointed to 
the training depart- 
ment as assistants 
to E. P. Huttinger, 
agency secretary 
and manager of 
training and W. J. 
Probst, L. J. Os- 
wai and CC. E, 
Yorke were named 
as agency assistants. Mr. Quirk joined 
the company in 1921 in the auditing de- 
partment. He was transferred to the 
agency department in 1934 as financial 
analyst. He is widely known through- 
out the field. He will continue to super- 
vise agency financial analyses, together 
with other agency administrative re- 
sponsibilities. ; 

Mr. Hopkins started with the Pen 
Mutual in 1929 at Nashville. He later 
went to the home office agency in Phila- 
delphia as a personal producer, and prior 
to this appointment was a supervisor in 
the home office agency, as well as a 
training assistant. 

Mr. Cooper enters the training depart- 
ment after having served the company 
since 1934 as a personal producer and su- 
pervisor in the J. E. Rutherford agency 
at Des Moines, where he made an out- 
standing record. 

Messrs. Probst, Oswald and Yorke 
have each had long experience in the 
agency department. 





U. F. Quirk 





J. F. Kinney Appointed Director 

J. Frank Kinney, assistant secretary 
of Guarantee Mutual Life has been ap- 
pointed a director, to fill the unexpired 
term of Dr. A. C. Stokes, who resigned 
recently as medical director, after more 
than 30 years of service with the com- 
pany. 

Mr. Kinney joined the home office 
staff in 1916, and shortly thereafter was 
placed in charge of the policy depart- 
ment, which position he still holds. He 
was elected an assistant secretary in 
1923. 





Vernon Dow Advanced 

Promotion of V. T. Dow from assist- 
ant chief accountant to assistant comp- 
troller of the Travelers is announced. 


i He has been with the Travelers 20 
years, serving in both the field and 
home office. His first work was as a 
counterman in the branch office at 
Newark, and he was made an assistant 
cashier there in 1923. In 1926 he was 
transferred to the home office and was 
appointed branch office supervisor. In 
1936 he was made assistant chief ac- 


POLICIES 


Union Central Introduces 
Two New Income Forms 


Union ‘Central has brought out a life 
paid up at 60 and 65 for retirement in- 
come purposes. Death benefit is higher 
in proportion to retirement income than 
in the endowment income or retirement 
annuity policies, but the amount of in- 
come available at ages 60 or 65 is sub- 
stantial These new forms permit a 
man in average circumstances to secure 
death protection and an adequate retire- 
ment accumulation in the same con- 
tract. 

At retirement age in either case a paid 
up policy for the full face may be taken. 
In the case of life paid up at 60, at re- 
tirement, a monthly life income, .ten 
years certain, of $38.10, male, per $10,000 
of face amount or cash value of $6,660 
per $10,000 of face amount may be taken. 
In the life paid up at 65, at retirement 
the monthly life income, ten years cer- 
tain, for: males, is $46.20 per $10,000 of 
face amount and cash value $7,230. In 
addition to these options the assured 
may elect any of the regular options. 

Age limits are 10-50 and 10-55, re- 
spectively, for the contracts maturing at 
60 and 65. 

Premium rates per $1,000 for the new 
policies at retirement ages 60 and 65 
are: 


Life Paid Up at 60 

Dividends End Year——— 
Prem. 1 3 y | 10 
80 $26.53 $3.66 $3.83 

Bl 8746 'S.70° “387 4 . 
84 30.64 3.83 4.04 4.25 4.46 4.80 
85 31.88 3.90 4.09 4.31 4.53 4.89 
40 39.93 4.14 4.40 4.68 5.03 5.65 
41 42.04 4.20 4.48 4.79 5.18 5.87 


Life Paid Up at 65 














30 24.99 3.64 3.79 3.95 4.12 4.38 
31° 25.76 °°3.67 °°" 3:88 4.01 °4.17 4.48 
34 28.41 3.79 3.98 4.16 4.34 4.63 
85 29.42 3.85 4.02 4.22 4.40 4.71 
40 35.68 4.07 4.28 4.51 4.80 5.32 
41 87.24 412 4.34 4.60 4.92 5.51 
The Union Central has deferred 


effective date of its changes due to 4 
lot of detail work necessary to effect 
them. Applications for contracts writ- 





ten on the old basis will be accepted 
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if received at the home office on or 
before Nov. 20. The other policy 
changes, recently announced, were due 
to revision of the interest rate basis. 
Nonwithdrawable options and_ the 
multiple protection contract remain on 
the 3 percent interest basis, as does 
option No. 1 in policy contracts, that 
stipulating income for years certain. 


COAST 


Can’t Use Warrants 


in Transactions 


LOS ANGELES—Insurance com- 
panies cannot be compelled to accept 
“$30-Thursday” warrants in payment of 
premiums and the acceptance of the 
warrants with less than $1.04 in stamps 
attached would be a violation of the 
anti-rebate provision of the insurance 
code, Attorney-general Warren has held 
in answer to questions regarding the 
constitutional amendment which comes 
up for vote on Nov. 7. Since the com- 
pany cannot be compelled to accept 
such warrants from the assured, it can- 
not compel the assured from accepting 
such warrants as payments of benefits. 
Furthermore, the companies are not 
permitted under the insurance code’s 
investment provisions to purchase such 
warrants and hold them for investment. 














Northwestern Mutual 
Has Sales Conference 


More than 100 agents of the North- 
western Mutual Life from Pacific Coast 
states held a sales conference in San 
Francisca this week. R. J. Shipley, 
San Francisco general agent, presided 
at the business sessions and the home 
office message was delivered by G. L. 
Hill, director of agencies. Sales promo- 
tion was presented by W. W. Lundgren, 
assistant director of agencies, and J. N. 
Lochemes, assistant secretary, talked on 
the underwriting phrases of the business. 
A banquet was the high light of the 
social activities with Edmund Fitzerald, 
vice-president, the principal speaker, on 
“Preparedness.” 

Other speakers at the ‘meetings in- 
cluded A. Edward Hall of Stockton; 
A. C. Duckett, Los Angeles; James V. 
Lawry, Leonard M. White, W. H. Hop- 
kins and L. C. Mowler 


Cashiers Hold Meeting 


With Edward McDowell, personnel 
manager of the Metropolitan Life at 
the Pacific Coast head office in San 
Francisco, as the principal speaker, the 
regular monthly meeting of the San 
Francisco Life Agency Cashiers Asso- 
ciation was held Thursday. He spoke on 
Personnel Management.” Other speak- 
ers were Neil Ball, cashier of the Manu- 
facturers Life, who spoke on “Claims”; 
Bronson Gillogly, cashier, Pacific Mu- 
tual on “Romance and Growth of the 
Pacific Mutual Life.” 


Los Angeles Annual Message Plans 


LOS ANGELES—Life insurance 
men here are at work on the program 
for observance of Annual Message 
week. The Los Angeles C. L. U. chap- 
ter, Life Insurance Managers Associa- 
tion, and Life Underwriters Associa- 
tion of Los Angeles all are sponsoring 
the work. H. B. Keeling, secretary- 
treasurer of the local C. L. U., has been 
made general chairman. 











The insurance committee of the Salt 
Lake City chamber of commerce, J. T. 
Butler, Aetna Life, chairman, at its first 
meeting of the season witnessed a 
showing of the Life Institute’s sound 
film, “Yours truly, Ed. Graham.” 

A. M. Cook, attorney in the Washing- 
ton insurance department for six years, 
died at his home in Olympia. 


ASSOCIATIONS 








North Dakota Sales 
Congress Held 


FARGO, N. D—In analyzing the 
position the field force occupies in life 
insurance, A. B. Olson, vice-president 
Guarantee Mutual Life, compared the 
functions of life insurance with the au- 
tomobile business before the North Da- 
kota Association of Life Underwriters 








A. B. OLSON 


sales congress here. Automobiles can 
be sold through dealers because people 
generally buy for immediate use while 
life insurance has to be sold on a dif- 
ferent. basis because it is only an idea 
and it remains in that condition until 
an expert salesman develops it into a 
reality by the process of finding some- 
one who is future minded and willing 
to sacrifice now for future gain, Mr. Ol- 
son said. 

In answering possible objections that 
may be raised by prospects if this 
country enters war, W. F. Grantges, 
agency director Northwestern National 
Life, told of the necessity for having 
insurance in addition to the government 
war risk coverage. In such a case he 
urged the purchase of insurance imme- 
diately to provide cash for the read- 
justment period after the war. At the 
banquet Harold J. Cummings, vice- 
president Minnesota Mutual, discussed 
“Your Business and Mine.” 

Other speakers at the gathering were 
James A. Garrity, Clay county attorney, 
Moorhead, Minn., on a “Layman’s View 
of Life Insurance”; Maurice Ebner, 
Mutual Life of New York, Wadena, 
Minn., “If I Were General Agent”; 
M. H. Toussaint, Penn Mutual Life, 
Fargo, “Prospecting and Selling the In- 
terview”; C. F. Beiseker, Great-West 
Life, Fargo, “Selling,” and R. J. Felker, 
Northwestern National Life, Fargo. 

C. J. Crary, Northwestern National 
Life, president; H. O. Anderson, Great- 
West Life, vice-president; and R. A. 
Trubey, Guardian Life, secretary-treas- 
urer, presided at the various sessions. 


New “Council” Plan to Be 
Launched in Los Angeles 


LOS ANGELES—The new “coun- 
cil” of Life Underwriters Association of 
Los Angeles holds its initial meeting 
Oct. 20 for organization. This council, 
which will have about 50 members, will 
be supplemental to directors. Its ob- 
ject is to lend every aid to the officers 
and directors in furthering the work of 
the association. C. E. Cleeton, general 
agent Occidental Life and treasurer of 
the association, has been in charge of 
the preliminary organization work. 

Membership in the council will be 
confined to one association member 














THIRTEEN-TO-ONE 


That's what the Pan-American Life's 
prospecting service has paid to Fieldmen 
for each dollar of cost, in the past. 


But with the new, modernized mailing 
pieces in color that were recently intro- 
duced at the Company's Divisional 
Agency Conventions, and enthusiastically 
applauded by all Delegates, even greater 
returns may be expected. 


The service operates effectively for both 
managers and individual producers, in 
large or small cities and in rural commu- 
nities. 


For agency information address: 
Frank T. Limont, Superintendent of Agents 


PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 


Edward G. Simmons 
Executive Vice-Pres. 


Crawford H. Ellis 
President 














OPPORTUNITY 


Capitalize on the improved business 
conditions. Equip yourself with an 
Oslico District Manager's contract. 


Permanency 
Happiness 
Success 


Guaranteed by good equip- 
ment, financial strength, 
and progressive methods. 


Write 


THE OHIO STATE LIFE 


INSURANCE COMPANY 
COLUMBUS, OHIO 
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CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 





























DISTRICT OF COLUMBIA 


Specialty, Income Taxes of Insurance 
Companies 


WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
Organization, Manag t, Tax Service 
Investment Bldg., Washington, D. C. 





























ILLINOIS 
WALTER C. GREEN 


Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 























DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
100 N. La Salle St. Chicago, Illinois 
Telephone State 1336 

















HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 


Associates 
M. Wolfman, A. A. I. A. 
N. A. Moscovitch, Ph. D. 
L. J. Lally 


Franklin 4020 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis—Omaha 

















HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 




















NEW YORK 
Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert D. Holran 
8 West 40th Street New York City 


























PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 








Associates 
Fred E. Swartz, C.P. A. 


E. P. Higgins 
THE BOURSE PHILADELPHIA 




















from each office, the representative to 
be chosen by ballot by association 
members in the agency, and to be some 
other than the general agent or man- 
ager or his assistant. ‘The idea is to 
give the rank and file of the association 
closer contact with its official workings 
and to develop new timber for official 
duties. 


Sales Congress in Pittsburgh 


PITTSBURGH — An_ educational 
program will be conducted by the Pitts- 
burgh Life Underwriters Association in 
connection with the Annual Message of 
Life Insurance Week, with a sales con- 
gress on Oct. 25. Speakers will be 
Charles J. Zimmerman, president Na- 
tional Association of Life Underwriters, 
“Today and Tomorrow”; Claris Adams, 
t president Ohio State Life, “The Future 
of Our Institution’; Ralph G. Engels- 
man, general agent Penn Mutual, New 
York, “Selling, 1939”, and Stanley E. 
Martin, general agent State Mutual, 
Columbus, O., “Selling with Facts.” 

William M. Duff, president Edward 
A. Woods Company and vice-chairman 
American College of Life Underwriters, 
will confer C. L. U. designations. 








Hartford—The first meeting of the 
season, with especially large attendance, 
heard Roderick Pirnie, general agent 
Massachusetts Mutual in Providence, 
speak on “Half-way Isn’t Far Enough.” 
He specifically showed the necessity of 
doing a complete and distinct job for 
one’s client and also following through 
on recommendations made. C. J. Zim- 
merman, president National association, 
unexpectedly dropped in for luncheon 
and received an ovation. 

John Marshall Holcombe, Jr., manager 
Research Bureau, presented C. L. U. di- 
plomas to Joseph McCance, Stanley 
Purdy and W. L. Camp, III. 

Herbert Behan announced that Paul 
Sanborn, general agent Connecticut Mu- 
tual in Boston and past chairman of the 
Million Dollar Round Table, will be the 
next speaker. 


Boston—Elliott Roosevelt, Texas radio 


operator and commentator and son of 
the President, spoke at this week’s 
meeting. 


Baltimore—At the first meeting of the 
new fiscal year, R. U. Darby, general 
agent Massachusetts Mutual Life, and 
national executive committeeman, re- 
ported on the national convention in St. 
Louis as well as the Million Dollar 
Round Table, of which he is a life mem- 
ber. The film “Yours Truly, Ed Graham,” 
was shown. 

As a start toward the goal of 1,000 
members, the membership committee pre- 
sented the applications of 241 new mem- 
bers. 

Women underwriters on Monday heard 
a report of the women’s activities at the 
National association meeting by Mrs. 
Helen Lay Tall. 

South Dakota—The fall sales confer- 
ence will be held at Huron, Nov. 3-4. The 
principal speaker will be H. A. Hedges, 
trustee of the National association and 
general agent of Equitable Life of Iowa 
in Kansas City. Earl Lemonds, district 
agent Equitable of Iowa in Sioux Falls, 
will report on the National association 
meeting. The film, “Yours Truly, Ed 
Graham,” will be shown. 

Lakeland, Fla.—Jack Caldwell, Gulf 
Life, is new president; C. E. Crossland, 
Equitable, vice-president, and John 
Black, Metropolitan, secretary-treasurer. 


Youngstown, O.—Joseph Nimmer is 
general chairman of the local observ- 
ance of Annual Message Week. 


Indianapolis—Charles T. Davies, Wyo- 
missing, Pa., retired manufacturer, spoke 
at a large gathering of business men 
sponsored by the association on “Why 
I Bought a Million Dollars of Life Insur- 
ance.” : 

Detroit—Karl1 Ljung, Jr., superintend- 
ent of agencies of Jefferson Standard 
Life, and new president of the Life Ad- 
vertisers Association, addressed the Oc- 
tober meeting on the advertising of life 
insurance. 

At the Annual Message breakfast, Oct. 
23, the movie “Yours Truly, Ed Gra- 
ham,” will be shown. 


Sacramento, Cal.—John W. Yates, gen- 
eral agent Massachusetts Mutual Life, 
Los Angeles, who was visiting offices in 
northern California under his super- 
vision, spoke Wednesday. In the eve- 
ning he addressed the Chico association, 
the newest in the state. 


Los Angeles—“The New Social Security 





Act and How to Use It,” was the subject 





AS SEEN FROM CHICAGO 





ILLINOIS CHAMBER DIRECTORS 


George R. Kendall, president of the 
Washington National of Evanston, IIl., 
and chairman of the insurance division 
of the Illinois Chamber of Commerce, 
was elected a director at the annual 
meeting in ‘Chicago last week. 

Other directors in the insurance busi- 
ness elected were John Dill, superin- 
tendent Metropolitan Life, Carbondale 
and Nathan L. Bolen of the Dever- 
Bolen agency, Cairo. S. E. Moisant of 
Kankakee is a holdover director, having 
served for many years. 


FETZER IS DRIVE CHAIRMAN 


Wade Fetzer, Jr., vice-president of 
W. A. Alexander & Co., Chicago, has 
been named chairman of the insurance 
division for the Chicago Community 
Fund Drive. 


E. H. MILLER RETURNS TO HEIFETZ 


Edwin H. Miller has returned to Chi- 
cago as supervisor of the Heifetz agency 
of Mutual Life. He left the Heifetz 
agency in January of 1938 and worked 
with Mutual Life in Los Angeles. 


AGENCY HEADS HEAR HOBBS 


A highly inspirational resume of the 
speeches given at the general agents and 
managers section at the National Asso- 
ciation of Life Underwriters convention 
in St. Louis was given by P. B. Hobbs, 
agency manager Equitable Society, at 
the first fall meeting of the general 
agents and managers section of the Chi- 
cago association. 

Also on the program, speaking on 
plans of Annual Message week, were 
J. C. Caperton, general agent State Mu- 
tual, chairman of the local Annual Mes- 
sage committee; F. J. Budinger, general 
agent Franklin Life, and Earl Schwemm, 
agency manager Great-West Life. 





EQUITABLE FETES CHAMPIONS 


The soft ball team representing the 
cashier’s offices of the Equitable Soci- 
ety in Chicago won the Insurance 
League championship by beating the 
Marsh & McLennan team in the final 
playoff. In addition to winning tem- 
porary possession of the league’s trophy, 
Courtenay Barber, general agent, pre- 
sented each team member with a gold 
watch and chain and a soft ball emblem. 
The Equitable managers gave a buffet 
dinner for the team at which 60 guests 
attended. 





WOMEN’S DIVISION MEETS 


That one should “Plan one’s work 
and work one’s plan” was advised by 
Miss Edna Kaufmann, Penn Mutual, in 
addressing those attending the first fall 
meeting of the Women’s Division of 
the Chicago Association of Life Under- 
writers. 

The meeting was featured by short 
talks given by those members who at- 
tended the national convention in St. 








of discussion at the forum meeting. 
Eldin Smith, Connecticut General, was 
chairman. C. H. Cunningham, Los An- 
geles manager social security board; W. 
E. Gastil, manager Connecticut General 
Life, and T. G. Murrell, general agent 
Mutual Benefit Life, were discussion 
leaders.- 


Toledo, 0.—Frank L. McFarlane, Cleve- 
land agent Aetna Life, spoke on ‘“What’s 
the Top?” 


Cleveland— The women life under- 
writers met. Helen Allyn, women’s edi- 
tor of the Cleveland “Press,” spoke on 
publicity; and Helen Rockwell, National 
Life of Vermont, gave an account of the 
national convention. A recognition serv- 
ice was held for Cleveland’s Quarter Mil- 
lion Dollar Round Table members con- 
sisting of Miss Helen Rockwell, Mrs. 
Russelle Horr, Equitable Society, and 
Mrs. Rose Krohngold, Lincoln National 
Life. 


Jonesboro, Ark.—Louie E. Throgmor- 
ton, Aetna Life, Shreveport, president of 
the Louisiana state association, was the 
speaker. 





Louis. Among those speaking w 
Mrs. Marie Pedderson, ened Mu 
tual; Mrs. Marjorie Riordon, Massa- 
chusetts Mutual; Mrs. Lorraine Blair 
Connecticut Mutual; Mrs. M. H. W' 
Bennett, New York Life; Mrs. Jeannette 
Thielens Phillips, Massachusetts Mu- 
tual; Mrs. Garland Kahle, Equitable 
Society; and Miss Sara Frances Jones, 
C. L. U., Equitable Society. 

High tribute was paid Miss Joy 
Luidens for the splendid part that she 
has played in building the Chicago Life 
Underwriters Association to one of the 
most outstanding—if not the outstanding 
—life insurance organizations in the 
country. All speakers joined unani- 
mously in praising her work and her 
ability. 





WIESE AGENTS HEAR ARNOLD 


All full time agents of the R. J. Wiese 
Northwestern National Agency, Chi- 
cago, attended the Insurance Day 
luncheon of the Illinois Chamber of 
Commerce to hear President O. J. 
Arnold speak. In addition to 21 agents, 
Mr. Wiese had as his guests 40 friends 
and policyholders. 





AGENTS TO HONOR ZIMMERMAN 


C. J. Zimmerman, Connecticut Mutual 
Life general agent in Chicago and new 
president National Association of Life 
Underwriters, will be honored Oct. 21 
at a dinner given by members of his 
agency. A committee of agents and 
brokers also is launching an eight weeks 
“Presidential Campaign” for new busi- 
ness. Prizes are offered by the agency 
and the home office will award special 
trophies to leaders in volume and num- 
ber of cases. 








NEW YORK 








BRAGG TO BROADCAST 


J. E. Bragg, manager Guardian of 
New York, New York City, will be on 
the air at 10 a. m. Thursday in a life in- 
surance colloquy with Mrs. Kathryn 
Ford, Myrick agency Mutual Life, New 
York City. The broadcast will be over 
WNYC, New York City municipal sta- 
tion. 

Mr. Bragg and Mrs. Ford will discuss 
“Patriotism in Finance,” . bringing out 
the fact that insurance is the safe and 
sane way to save money. Mrs. Ford is 
radio chairman of the New York City 
Federation of Women’s Clubs which is 
putting on a weekly series of broadcasts 
on patriotism. 


SAVINGS BANKS’ INSURANCE 


There are now six issuing banks and 
seven agency banks in New York state 


writing life insurance. From Jan. 6 to 


Sept. 27, their writings were $5,542,3000 
for 6,662 policyholders. 


FULTON ADDRESSES WOMEN AGENTS 


President James A. Fulton of the 
Home Life of New York addressed the 
League of Insurance Women at their 
first meeting of the season this week. 
Mr. Fulton spoke on the opportunity of 
the woman agent. His audience in- 
cluded not only members of the league 
but other women agents as well, .as all 
women active in life insurance selling 
were invited. 

The League, organized 11 years ago, 
was formed to help the progress of 
women agents through interchange of 
ideas among members and by talks by 
men and women of outstanding achieve- 
ment in insurance. 





Erwin Hoffman, manager of the Co- 
lumbus, O., office of the Metropolitan 
Life, was the guest of honor at a din- 
ner tendered by the company this week, 
commemorating his 35 years of service 
with the company. Mr. Hoffman is 
president of the Northwest Kiwanis 
Club at Columbus. 
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LIFE AGENCY CHANGES 





New York Life Has 
Important Shifts 


John E. Boyer, agency director at 
Oakland, Cal., for the New York Life 
is being transferred to Seattle as in- 
spector of agencies succeeding Dudley 
Dow. Mr. Dow is being transferred: to 
Pittsburgh as supervisor for that terri- 
tory. Arthur Hutchinson, agency di- 
rector at San Francisco in charge of the 
Golden Gate agency, is being transferred 
to Oakland as agency inspector to suc- 
ceed Mr. Boyer. 

Mr. Hutchinson has been prominent 
in insurance affairs of San Francisco 
for many years, taking an active part 
in the San Francisco Life Underwrit- 
ers Association. At present he is serv- 
ing as vice-chairman of the San Fran- 
cisco General Agents & Managers As- 
sociation, section of the Life Underwrit- 
ers Association. 


Provident Mutual Names 
J. H. Snyder at Louisville 


Provident Mutual Life appointed J. 
Herbert Snyder as general agent for 
Louisville, with offices in the Starks 
building. Mr. Snyder fills the vacancy 
caused by the resignation of the former 
general agent, Will H. Lausman, who 
has expressed a desire to return to the 
field of personal production in which he 
has made an excellent record. 

Mr. Snyder has had a well-rounded 
career in the life insurance business, hav- 
ing served successfully in the fields of 
personal selling, agency management 
and home office supervision. 

He started some years ago as an 
agent for National Life of Vermont. 
Later he had an agency at Louisvilie 
for the Minnesota Mutual Life, then 
represented the Provident Mutual. He 
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strong, enduring life in- 
surance company which 
for 72 years has adhered 
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managed, the protection 
the Equitable of Iowa 
provides to policyhold- 
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returned to Minnesota Mutual at Louis- 
ville, covering Kentucky and two other 
states. He went with Commonwealth 
Life as superintendent of agencies, and 
was advanced to vice-president in 
charge of agencies. For the past two 
vears has been general agent of the 
Minnesota Mutual at Dallas, Tex. 


Western Life Names Two in Idaho 


Lynn Parsons has been appointed gen- 
eral agent for Western Life at Boise, 
Ida. For the past three years. he has 
been in the hotel business at Payette, but 
previously was a life insurance man. 

J. G. Jensen has joined Western Life 
as general agent for southern Idaho with 
headquarters at Pocatello. 


Robinson to New World Life 


T. H. Robinson has been appointed 
associate manager in Portland, Ore., by 
the New World Life of Seattle. He has 
been Oregon general agent of the Bene- 
ficial Life of Utah for six years. He 
is succeeded in that post by T. L. 
Smart, formerly Beneficial general 
agent in Nevada. 


Bechtel Supervising Assistant 


Carson E. Bechtel, manager of the 
Salt Lake City agency of the Mutual 
Life of New York, announces the ap- 
pointment of R. B. Hathaway as super- 
vising assistant. Mr. Hathaway first 
signed his Mutual Life contract in the 
St. Louis agency in 1926 with his father, 
the late J. F. Hathaway, who was man- 
ager. 

R. B. Hathaway lived for 11 years in 
Salt Lake City during his childhood and 
returned in July of this year to become 
associated with Mr. Bechtel’s organiz- 
ation. He will assist in securing and 
training new representatives in the city. 





Robinson Field Supervisor 


Horton D. Robinson has been ap- 
pointed fiield supervisor by the Occi- 
dental Life at Portland, Ore. Since 
1932 he has been with the Equitable 
Society in Portland. 





Jefferson Standard New Branches 


John W. Umstead, Jr., has been ap- 
pointed manager of a. new branch of 
Jefferson Standard Life at Durham, N. 
C. He was formerly agency organizer 
for North Carolina. R. J. Williams has 
been made manager of a new branch at 
Florence, S. C. He was formerly dis- 
trict manager in Florence. 





Gives Time to Life Insurance 


R. B. Sullivan has given up his fire 
and casualty connections at Cleveland, 
having been appointed Cleveland man- 
ager of the Reliance Life, to which he 
will give all his time. 


Names Reddy in New Orleans 


J. G. Reddy has been appointed gen- 
eral agent in New Orleans by the Lin- 
coln National, with offices on the fourth 
floor of the Baronne building. 


Corbin Oak Cliff Manager 


E. L. Corbin has been appointed 
manager of the Oak Cliff (Dallas) 
agency of the United Fidelity Life. He 
has had many years of experience in life 
insurance and recently has been district 
manager of the Illinois Bankers Life. 


Hatzes to Washington, D. C. 


George A. Hatzes, for many years 
general agent of the Mutual Trust Life 
in Manchester, N. H., has gone to Wash- 
ington, D. C., to become manager there 
for the Fidelity Mutual Life. 


Cooke Named at Detroit 


The Northern Life of Canada an- 
nounces that its state agent, M. L. 
Schmidt, has appointed C. J. Cooke as 
general agent for Detroit. Mr. Cooke 





was formerly nine years in the group 
department of the Aetna Life. 


NEWS BRIEFS 


John W. Yates, general agent Massa- 
chusetts Mutual Life, Los Angeles, has 
opened a district office in Santa Ana, 
Cal., for Orange county, with Worth 
Babbit as district manager. 

The new Equitable Society district 
manager at Springfield, O., is Frank 
Shamel. His name was spelled incor- 
rectly in the original announcement. 


J. J. Fraley has been appointed unit 
manager in Dallas by the Equitable So- 
ciety. 

F. E. Bodie, Jr., has been appointed 
by the Connecticut Mutual Life as spe- 
cial agent in charge of its Lincoln, 
Neb., agency. 

L. C. Mumme of Kenedy, Tex., has sold 
the Mumme Insurance Agency there to 
B. McGoldrick and has joined the Hous- 
ton agency of the Jefferson Standard 
Life. 

L. B. Winterberg has resigned as dis- 
trict manager of the Equitable Society 
at Sioux City, Ia., and has returned to 
Cedar Rapids, where he has bought an 
interest in the L. R. Walker Insurance 
Agency. 


SALES MEETS 


Midland Mutual Has 


Pennsylvania Rally 


HERSHEY, PA.—Four eastern Penn- 
sylvania agencies of the Midland Mu- 
tual Life, those of L. B. Brene- 
man, Lancaster; G. C. Ross, Reading; 
J. E. Lark, Sunbury, and J. N. Sokohl, 
Philadelphia, held a regional meeting 
here. J. A. Hawkins, vice-president and 
manager of agencies, and R. S. Moore, 
assistant manager of agencies, attended 
from the home office. Mr. Hawkins 
discussed the new amendments to the 
social security act and how they be- 
came an aid in life insurance selling. 
Mr. Moore reviewed the highlights of 
the National. Life Underwriters Asso- 
ciation convention held in St. Louis. 

. T. Davies, the author of the book- 
let “Why I Bought Life Insurance,” 
was the principal speaker. He reviewed 
some of the facts stated in his booklet 
as reasons why an investment in life 
insurance is an investment in financial 
security and safety. 

Mr. Lark explained how the family 
income policy supplements benefits re- 
ceived under the social security act as 
amended. Mr. Breneman_ explained 
how to keep on good terms with ones 
competitors in the selling of life insur- 
ance and G. C. Ross spoke ‘on securing 
quality business. 














Connecticut Mutual Has 


General Agency Meeting 


BOSTON—The Connecticut Mutual 
held a three day regional general agents 
conference. Those in attendance were: 
V. B. Coffin, second vice-president and 
superintendent of agencies; F. O. Lyter, 
G. F. B. Smith, and R. W. Simpkin, 
assistant superintendents of agencies; 
E. C. Andersen, educational director, 
home office; E. F. Colborn, Rochester, 
N. Y.; F. W. Wenner, Utica, N. Y.; 
M. W. McCallum, Bridgeport, Conn.; 
J. H. Thompson, Hartford, Conn; Eben 
Luther, Providence; H. C. Hunkin, 
Springfield, Mass.; W: C. Shouldice, 
Rutland, Vt.; W. W. Banton, Portland, 
Me.; P. C. Sanborn, Boston; W. N. 
Watson, Boston. 





Aetna Life Minnesota Meeting 


che first state-wide gathering of Aetna 
Life agents in six years will be held in 
Minneapolis Oct. 27. S. T. Whatley, 
vice-president, and R. B. Coolidge, su- 
perintendent of agencies, will represent 
the home office. Calvin How of Duluth 
will be a speaker. J. W. Kernan, Duluth 








general agent, will be toastmaster at the 
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dinner. F. E. McMahon of Minneapolis 
and W. F. Stone of St. Paul are in 
charge of arrangements. 

This month has been set aside as 
“Whatley Month” by Minnesota agents, 
who have set a goal of $1,000,000 new 
business for the month. 


Bankers Life Spokane Meeting 

SPOKANE, WASH.—W. W. Jae- 
ger, vice-president Bankers Life of 
Iowa, and M. E. Lewis, superintendent 
of agencies, held an all-day conference 
with members. of the Inland Empire 
agency. E, F. Burke, Spokane manager, 
presided at the luncheon. 


Plan Regional Meet in N. Y. 

R. L. Law, Baltimore general agent 
Northwestern Mutual Life, is general 
chairman of the committee on arrange- 
ments for the eastern regional meeting 
in New York Jan. 4-5. Alfred Johann- 
sen, Brooklyn, is co-chairman. Other 
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committee members are Clifford Mc- 
Millen, New York City; Hugh O’Neil, 
Newark; Howard Goldman, Richmond, 
Va., and Stanley Trotman, Hartford. 
L. J. Evans, assistant director of agen- 
cies, will meet with the committee in 
New York Oct. 20-21, to discuss the 
program and other plans for the meet- 
ing. 


Whatley Detroit Speaker 

Vice-president S. T. Whatley will be 
the featured speaker at the annual sales 
congress of the H. K. Schoch agency 
of the Aetna Life in Detroit on Oct. 
25. George Strassel of the underwrit- 
ing department and others will be pres- 
ent from the home office. C. A. Ma- 
cauley, state agent John Hancock Mu- 
tual Life, will head the contingent of 
local talent addressing the all-day con- 
gress. The following day Mr. Schoch 
will be host to a group of policyhold- 
ers, general agents and managers and 
personal friends at a luncheon honoring 
Mr. Whatley. 


Texas agents of the Volunteer State 
Life held a one-day sales meeting in 
San Antonio. Cecil Woods, president, 
and T. F. Bourke, agency vice-presi- 
dent, attended. 

The annual get-together of the Kan- 
sas Field Club of the Mutual Life of 
New York was held in Wichita under 
the direction of Percy G. Gibson, Kan- 
sas manager. 


Country Life Holds Meetings 

A series of meetings is being 
planned by the Country Life, the 
Farmers Mutual Reinsurance and the 
Illinois Agrirultural Mutual starting 
Oct. 23 in Peoria. Conferences will be 
held at DeKalb, Oct. 24; Decatur, Oct. 
25 and Mount Vernon, Oct. 26. Speak- 
ers will include D. C. Mieher, sales 
manager; A. E. Richardson, Illinois 
Agricultural Mutual, who will explain 
changes in the automobile policies, 
Howard Reeder will explain the latest 
developments for the Country Life and 
John H. Kelker, assistant secretary and 
manager, will discuss plans for the 
Farmers Mutual Reinsurance. Plans 
for a sales campaign the last two 
months of the year will be explained 
at the meeting. 


Siegmund Speaks at Elgin, Ill. 

W. H. Siegmund, agency manager 
C. J. Zimmerman agency Connecticut 
Mutual Life, Chicago, will speak Oct. 20 
on achievements of the Institute of Life 
Insurance at Elgin, Ill, starting the 
Y. M. C. A. fall program of the Busi- 
nessmen’s Health Club. He also will 
discuss health in relation to life insur- 
ance and protection of earning power. 


William Sillbereysen, 68, comptroller 
of the Prudential since 1928 and a vet- 
eran of 51 years service, died suddenly 
at his home in Maplewood, N. J. He 
was promoted from clerk to assistant 
auditor in 1904 and after further pro- 
motions became a supervisor of the 
comptroller’s department in 1918 and 
assistant comptroller in 1924. 
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representatives located at strategic points 
tains the traditional promptness of its service on an international scale. 


Write for “New Horizons,” explaining our unique international service 


The United States Life Insurance Company 


IN THE CITY OF NEW YORK 


The newfangled horsecars on 
steel rails that came in in 1851 
put out of business the slower 
omnibus-stages in which The 
United States Life’s office staff 
had been riding to work. 


The pace of commerce has con- 
tinued to quicken. Today this 
old New York Company by air- 
mail, cable, radio and service 
in many different iands main- 


New York, N. Y. 














AGENCY MANAGEMENT 





Recruiting Plan Is 
Outlined by Johnson 


The successful recruiting and selec- 
tion program used by the Parsons 
agency of the Mutual Benefit Life in 
Chicago was outlined by Oliver John- 
son, supervisor, before the Life Agency 
Supervisors Club of Chicago. The Par- 
sons agency pays a flat sum to its 
agents for each man recruited as soon 
as the new man gets under contract. 
A small overwriting commission is also 
paid on the first year’s business to the 
agent who recruited the man. The 
agency feels that the best recruits are 
secured from people who buy life insur- 
ance as they have an abnormal interest 
in it, so it is logical for agents to aid 
in recruiting by contacting friends who 
are buyers. The procedure also makes 
the agent feel more important and gives 
him a responsible feeling that he is 
helping to build the organization. 

A frank and open discussion of the 
job to be done is essential in selecting 
new men, Mr. Johnson said. It is im- 
portant that the prospective agent know 
the manager’s aim and ambition so that 
he will get a good picture of the man 
he is to work with. 

On the first interview the new man 
is asked to do all the talking and to 
give a background of his business life. 
Then he is presented a picture of the 
life insurance business and a package 
sales approach is presented to him. It 
gives him a good idea of the way an 
agent works. To enable him to study 
the sales procedure further he is given 
a mimeographed copy of the talk. He 
is then showed the programming plan 
which the advanced agents use so that 
he realizes that the agency has a defi- 
nite sales program. He is asked whether 
he could consistently and enthusiastic- 
ally apply such a sales plan. 

A character trait test is then given 
the prospect and the results are com- 
pared with a composite chart of success 
traits of successful agents. 

If the new man appears to have the 
qualities of success he is shown the 
agency’s progress charts on which the 
various training and achievements of 
new agents are recorded. The chart in- 
dicates that the selling presentation has 
been mastered, a prospecting procedure 
established, and a work program 
adopted. A personal budget must be 
filled out by each agent and the number 
of lives needed to meet the budget is 
figured out. The new agent is also 
asked to set forth a business program 
and a philosophy of why he is in the 
business. 


Philadelphia Men 
Are on Their Toes 


The meeting of the Philadelphia 
managers’ round table under the able 
chairmanship of H. C. Cross, Pruden- 
tial, was an occasion for celebrating the 
selection of their city for the 1940 Na- 
tional Association of Life Underwriters 
convention. It was this group that fur- 
nished the motive power that presented 
such a fine prevue of Philadelphia pos- 
sibilities at the St. Louis convention. 
Money that was spent in advertising 
Philadelphia at St. Louis was contrib- 
uted entirely by men outside the insur- 
ance business with the exception of one 
unsolicited donation. 

This group has also been responsible 
for an educational course in advanced 
underwriting that will begin in a few 
months. One of the managers tas 
offered to refund 50% of the cost of the 
course to any of his agents who com- 
plete the study and receive a certificate. 
Other managers present signified their 
intention to follow suit. 

“Yours Truly, Ed Graham,” was 
shown at the meeting for its Philadel- 








ero 


phia premier, and the round table js 
taking the initiative in its distribution, 
Here again the individual maragers are 
backing up an idea with actual cash, 
One-half the cost of showing this pic- 
ture to any group will be paid by the 
manager of the agent who _ sponsors 
the showing. 





Denver Managers Elect 
Stoecker as New President 


G. A. Stoecker, Travelers, was elected 
president of the Life Agency Managers 
Association of Denver at the annual 
meeting. Ralph F. Taylor, Mutual 
Life, is vice-president and A. K. Un- 
derwood, Lincoln National, secretary, 
The directors are: Harry Fabling, Pa- 
cific Mutual; E. H. Dieckhoff, Con- 
necticut Mutual; Chester Lee, Occiden- 
tal Life, and C. E. Eddleblute, Penn 
Mutual. 

W. R. Wilkerson presided at the 
meeting, as the retiring president. There 
were several of the members that par- 
ticipated in discussing these topics: 
“Our agency practices agreement—how 
it is working. What about the fu- 
ture?”; “What is the government doing 
to our business? How can we take ad- 


vantage of the situation?”’; “Finding 
and selecting new agents, financing 
agents, and training agents’; “Our 


present market, some present day suc- 
cessful selling methods.” 

A discussion on the agency practices 
agreement produced evidence of in- 
creasing support. While due to the fact 
that these are the only large cities in 
the state, this agreement applies only 
to Denver and Pueblo, indications are 
that very definite progress has been 
made. 

“What is the government doing to 


our business and how can we take ad- , 


vantage of the situation?” was the sub- 
ject of the second discussion. The con- 
sensus here was that social security has 
been a very definite asset rather than 
a liability, that it provides a foundation 
on which progressive companies and 
their agents can build an increasing 
business. 

The meeting was held at Brook For- 
est Inn. 


San Antonio Managers Meet 


The San Antonio (Tex.) Life Man- 
agers Club discussed plans for the ob- 
servance of Annual Message Week. 
M. A. Ryan, Southwestern Life, is gen- 
eral chairman. O. Sam Cummings of 
Dallas will be the principal speaker, on 
“Democracy and Life Insurance.” 

A review of the St. Louis convention 
of the National Association of Life Un- 
derwriters was given by G. A. Helland 
and a statement of his objectives by 
O. D. Douglas, newly elected trustee of 
the National association. 





Review St. Louis Convention 


Highlights of the National Associa- 
tion of Life Underwriters convention at 
St. Louis were reviewed at the meet- 
ing of the General Agents & Managers 
Club of Oklahoma City. 


Cleveland Cashiers Elect 


CLEVELAND—C. W. Oetting, Lin- 
coln National Life, was named pres!- 
dent of the Agency Cashiers Associa- 
tion. Other officers are B. Colla, 
Northwestern National Life, vice-presi- 
dent; and Miss Hilda M. Bode, State 
Mutual Life, secretary-treasurer. 








The Life Cashiers Association of Los 
Angeles, heard R. J. Bauer, manager 
of Los Angeles Better Business Bureau, 
who told of the functions of the bureau. 

The Houston (Tex.) Life Mana- 
gers & General Agents Club heard re- 
ports from eight who attended the St. 
Louis convention. President H. ©. 
Hewitt expressed the opinion that all 
companies will soon adopt a war clause. 
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Nebraska Congress Urges 
U. S. Remain Neutral 


OMAHA—War problems were dis- 
cussed by the Nebraska Fraternal Con- 
gress its its one-day annual convention 
here and a resolution was passed and 
sent to President Roosevelt urging 
strict neutrality of the United States in 
the European conflict. Insurance Di- 
rector Smrha said unity of the American 
people had its origin, in large part, in 
the existence of so many associations, 
many of them national in character. By 
meeting and discussing problems people 
become better acquainted. 

Mrs. Lena Herre, Fremont, was 
elected president, Mrs. W. H. Carson, 
Lincoln, Mrs. A. J. Baumann, Grand 
Island, and Axel Shelback, Omaha, vice- 
presidents, and Mrs. Ruth H. Marhenke, 
Lincoln, secretary. The 1940 convention 
will be held in Fremont. 





Jeffries Nominated for Mayor 


E. J. Jeffries, Jr., general counsel for 
the Maccabees, was nominated for mayor 
of Detroit at the non-partisan primary 
last week. He polled 116,697 votes 
against 48,473 for Richard Reading, in- 
cumbent, which would seem to insure 
his election in November. 





Carlton E. Renner Dies 


Carlton E. Renner, 72, for a number 
of years supreme lecturer of the Mod- 
ern Woodmen, died after a brief illness 
at Auburn, Neb. His home was in Lin- 
coln. Mr. Renner’s activities covered 
all the territory in which the Woodmen 
operates, and he was widely known. 





California Congress Elects 


Officers of the California State Fra- 
ternal Congress elected at the annual 
meeting in Los Angeles are: President, 
L. E. Probst, San Francisco; first vice- 
president, S. C. Holston, Los Angeles; 
second vice-president, Leonora Gon- 
salves, Oakland; secretary, Tom Bacon, 
Oakland, and treasurer, A. E. Hill, Los 
Angeles. 

Commissioner C. C. Neslen of Utah, 
president National Association of Insur- 








A Winning Team! 


You and 
Lutheran 
Brotherhood 


A good agent plus a strong, pro- 
gressive, Fraternal Society can 
make Life Insurance History in 
any Lutheran Community. All 
Lutherans (a select prospect list) 
are eligible for life insurance in 
this Society. 


You are the Agent! 
Lutheran Brotherhood is the So- 
ciety. Working together, we can 
write the business. If interested 
in a work that assures you a se- 
a future, address your letter 
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Port Huron, Michigan 


ance Commissioners, and R. B. Good- 
cell, former commissioner of California, 
were speakers. C. J. Rockwell, Uni- 
versity of Southern California, spoke on 
“Making Insurance Attractive,’ and 
Peter Gilroy, Woodmen of the World, 
Denver, was principal speaker at the 
banquet. 


W O W Official on Tour 


OMAHA—Dr. C. J. Koerth, medical 
superintendent Woodmen of the World 
Memorial hospital at San Antonio, Tex., 
was here on a speaking tour that has 
included Lincoln, Beatrice and York. 
He spoke on tuberculosis over radio sta- 


tion WOW. 


Col. M. F. Napier President 


Col. M. F. Napier of St. Louis is 
elected president of the Missouri-South- 
ern Illinois Federation of the Aid Asso- 
ciation for Lutherans. H. C. Rother of 
St. Charles was named vice-president 
and F. Rau of St. Louis, secretary-treas- 
urer. W. H. Zuehlke, national treasurer 
from the home office in Appleton, Wis- 
consin, addressed the session. 











Life Advertising Men 
Reach New Highs 


(CONTINUED FROM PAGE 1) 


minute question box. Some of the ques- 
tions propounded were: 

Is advertising in local newspapers 
justified from the expense standpoint? 

What is the revised social security 
law going to do to the sale of life in- 
surance? 

What proportion of first year pre- 





mium income should be allocated to ad- 
vertising? ; ; 
Has any life insurance company 


found radio advertising worth while? 

How many life insurance companies 
have been able to make newspaper ad- 
vertising pay? 

Can’t we run the Annual Message 
of Life Insurance all the year around 
so that the message becomes a daily 
message? 

Should newly appointed agents be 
charged for direct mail? 

What’s the best advertising technique 
to offset the destructive efforts of the 
fee-counsellor-twister-termites? 

How can newspaper and magazines 
advertising be tied in with the efforts 
of the agency force? 

Program Chairman Harry V. Wade, 
American United, wielded the gavel at 
the opening session at which the first 
speaker was John H. McCarroll, Bank- 
ers of Iowa, who gave the presidential 
address. Mr. McCarroll referred to the 
recognition the L. A. A. is getting from 
older and large life organizations, and 
particularly its tieup with the Institute 





of Life Insurance. Speaking of the con- 
tinued growth of the organization he 
said: “I do not believe the time is ripe 
for the establishment of a headquarters 
office and the employment of a salaried 
managing director or executive secre- 
tary, but I do believe this is a matter we 
should all be giving thought to so that 
when the time comes to make a decision 
we can approach the subject intelli- 
gently and thoughtfully.” 

Joseph C. Behan, vice-president Mas- 
sachusetts Mutual, told of the activities 
of the “Annual Message of Life Insur- 
ance” committee of which he is chair- 
man. Mr. Behan said the work of the 
committee should be a year round cam- 
paign and not concentrated in one week. 
This year the theme is “Life Insurance 
in Action,” and is designed to show what 
is done for the policyholder, and the in- 
portant and necessary role the agent 
plays. Mr. Behan scored over the coun- 
ter or “cafeteria” life insurance selling. 


Advertising in More Newspapers 


With an appropriation of $120,000 
($10,000 less than last year) the commit- 
tee is advertising in between 700 and 800 
newspapers, 25 percent more than in 
1938. Mr. Behan exhibited the adver- 
tisements to be used in next week’s cam- 
paign and told of the magazine articles 
prepared. Following his talk the radio 
broadcast that will be heard from many 
stations was given. - 

The outstanding feature of the first 
morning was the offering of “the Hart- 
ford group” composed of R. C. Berger, 
Connecticut Mutual; S. M. Warren, 
Aetna; C. R. Noyes, Phoenix Mutual; 
Ward Phelps, Sales Research Bureau, 
and W. L. Camp, Connecticut Mutual. 
These four, by means of an “act,” dem- 
onstrated how the advertising program 
of a hypothetical life company, described 
in the program, might be set up. 

E. R. Hatton, circulation manager of 
the Detroit “Free Press,” described the 
functions of the Audit Bureau of Circu- 
lations, of which he is a director. In the 
afternoon, the convention party was 
transported to Dearborn, Mich., where 
there was a tour of Greenfield Village 
and Edison Institute. In the evening 
there was a talk by Arthur H. Motley, 
western advertising manager Crowell 
Publishing Co., for the men and a bridge 
party for the ladies. 

Karl Ljung, Jr., Jefferson Standard, 
presided as chairman at the Tuesday 
morning session, at which the first 
speaker was Howard N. King of the 
Maple Press of York, Pa., who spoke 
on “Making Type Talk.” Another 
speaker from outside life insurance was 
T. W. Wade, Detroit manager of the 
Curtis Publishing Co., who outlined pos- 
sibilities for life insurance advertising 
in the general magazine field. 

C. J. Zimmerman, Chicago general 
agent Connecticut Mutual, recently 
elected president of the National Asso- 
ciation of Life Underwriters, talked 
about what is on the mind of the aver- 
age agent and what can be done to 
solve his problems. Mr. Zimmerman 
said that what the agent needs today 

(CONTINUED ON NEXT PAGE) 
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——=TWOFOLD SERVICE BRINGS PROGRESS — 


Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1939 show- 
ing: Membership, 523,109; camps, 6,445; insurance in force, $352,529,990; 
admitted assets, $64,862,642, and claims paid, $104,205,258. 


This progress is attributable to the Society’s principle of twofold 


service—Protection and Fraternalism. This principle was firmly im- 
planted by its founders and has been a guiding light for 44 years. 


In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of 
camp activities, financial aid from its fraternal fund for needy members 
and benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded 


ROYAL NEIGHBORS of AMERICA 





ROCK ISLAND, ILL. 
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@ Family Income 
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ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 
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Western & Southern Rally Enthusiastic 


(CONTINUED FROM PAGE 6) 





cheering, by various dramatic devices, 
during the evening. The entire crowd 
is seated in the banquet room and then 
President C. F. Williams, Mrs. Wil- 
liams, the head office officials and others 
who are assigned to the speaker’s table 
enter the room and the crowd rises to its 
feet and cheers, even as the cheering 
section when the football squad trots 
into the field. 


Blackout During Banquet 


During the meal, there is a blackout 
and a procession of waiters parades 
through the banquet room and onto the 
baléony, each bearing a frozen letter 
back of which is perched a sparkler, the 
entire spelling “C. F. Williams & Sons.” 
The Western & Southern song is 
shouted out enthusiastically and at one 
end of the balcony curtains move apart 
and there is unveiled the lighted por- 
trait of “our pilot” President Williams, 
as a helmsman at the wheel. Above his 
head flies an American flag in a manu- 
factured breeze. 

Mr. Williams is given a rising and 
prolonged ovation when he gets up to 
speak and at a half a dozen points in his 
talk, he is interrupted by a demonstra- 
tion. J. J. Doyle, editor and advertising 
manager, keeps in circulation throughout 
the room, to be sure that everyone is 
animated and happy. 

Mr. Williams, in his banquet address, 
again emphasized. the objective to which 
the management is so firmly committed, 
of bringing the production of ordinary to 
a much higher level. He said that during 
the next few months the agency depart- 
ment intends to concentrate on improving 
the performance of the under-average 
agent. Those who fall below what might 
reasonably be expected of them will be 
given personal attention in a number of 
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ways. Mr. Williams also appealed to 
the wives to take a keener interest in 
their husbands’ activities and to stim- 
ulate their husbands to greater effort, 
especially in the direction of ordinary 
production. Mr. Williams mentioned 
that Western & Southern officials every 
year sit down at dinner with every agent 
and his wife. 


Sees New Type of Agent 


Mr. Williams voiced the belief that 
under present day conditions, an agent 
cannot live by producing industrial or 
ordinary exclusively. “The man who 
has the opportunity to make real money 
today,” Mr. Williams declared, “is the 
agent with an _ industrial debit who 
knows how to write ordinary.” The old 
time industrial agent, according to Mr. 
Williams, is a thing of the past. 

That agent paved the way for present 
day operations because he educated the 
people to the blessings of life insurance. 
Now the assured, according to Mr. Wil- 


liams, however, wants more for his 
money. He wants a different class of 
service. 


Security Is Arranged 


Mr. Williams said that Western & 
Southern has provided for the security 
of its field force in a number of ways. 
In the first place it has provided a com- 
pany of uncommon financial strength 
with surplus to policyholders equal to 
about 30 percent of reserve liability, In 
the second place a pension plan has been 
put in operation for the agents and in 
the third place Mr. Williams has pro- 
vided against a disruption of plans and 
procedure that is likely to come with a 
change in management, by training his 
three sons in the technique of the busi- 
ness and in the traditions of the com- 
pany. One of the sons, William J. Wil- 
liams, superintendent of agents, was at 
the Chicago meeting and spoke briefly. 
He was greeted by an enthusiastic ova- 
tion. 

One of oe speakers of the evening 
was Roy L. Davis, assistant insurance 
director of Illinois. Mr. Davis com- 
mended the program of Western & 
Southern to intensify production of ordi- 
nary business. The agent who combines 
the writing of industrial and ordinary is 
performing a broader service, he said. 

President Williams pinned on Melvin 
Gilbert of Hammond, Ind., a pin for 30 
years of service. Imbedded in this pin 
is a diamond. Mr. Gilbert is one of the 
veterans of the organization. He was 
located at the head office for a time. 
The Hammond agency received special 
recognition. Seated at the head table 
was Gilbert Hansen; the manager, who 
was designated as the best all around 
manager in the: division; J. J. Jendreas 
of Hammond,.the best all around agent; 
and Stanley Buzinski, the leading super- 
intendent in. the division. 


Others at Head Table 


Among others at the head table who 
were introduced were Vice-president W. 
C. Safford; Superintendents of Agents 
A. O. Payton and W. O. Burns; Chief 
Clerks Howard Heving and Ernest 
Blersh. 

Emphasis was placed on increased or- 
dinary sales by President Williams also 
at the morning sessions. He urged 
agents to concentrate 90 percent of their 
efforts on ordinary production. Selling 
ordinary alone is tough, said Mr. Wil- 
liams, but it is hard to make a good liv- 
ing specializing in industrial. However, 
the combination of the two afford a good 
opportunity for sales. Special effort was 
urged to secure ordinary business from 
the under-average man. 

William J. Williams, superintendent of 
agencies, said that debits must be in 
good condition in order to have the time 
to sell ordinary. An agent can’t write 
ordinary if he is worrying about arrears 
which create excessive collection work. 
In order to. create a strong foundation 
Mr. Williams urged that care be taken 








to write good, persistent industrial busi- 
ness and that lapses be short. If busi- 
ness looks as if it won’t persist it is bet- 
ter to lapse it immediately. This prac- 
tice won’t create a higher lapse average 
and it does give more time to selling 
ordinary. In collection work Mr. Wil- 
liams urged that the policyholder be im- 
bued with the idea that he has to pay 
52 premiums during the year and it is 
just as easy to keep two weeks paid up 
in advance rather than be four weeks 
in arrears. 


Seek to Raise Under-Average 


Efforts will be made to raise up the 
under-average agent, Mr. Williams said. 
The under-average agent is a district 
problem, as the poor man holds back the 
good man. Special emphasis was placed 
on the fall ordinary campaign which is 
now in progress. 

The solution to most unhappy men’s 
troubles is “to get their teeth in a man- 
sized job and to work intelligently,” 
Perry L. Rohrer, Chicago psychologist, 
declared. Mr. Rohrer has been doing 
considerable research work among in- 
surance agents. He said life insurance 
not only provides a source for making a 
living but is a maker of men as well. 
Life insurance men have done the best 
job of any sales group, he declared. 





Advertising Plans for 
Annual Message Week 
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apply to the present arrangement of his 
policies, to make certain that none of 
his wishes has been overlooked. 

The other extra advertisement will be 
signed, “Your Life Insurance Agent.” 
It gives an impelling answer to the 
prospect’s objection to an insurance 
salesman’s call. The four advertise- 
ments in the standard series will be run 
in afternoon papers Monday, Oct. 23, 
and in morning papers on Tuesday, in 
most cities, and in a few cities later in 
the week. 


Create Novel Publicity 


Two novel tie-in pages of news and 
feature material, including a cartoon by 
an outstanding cartoonist and a comic 
strip, have been prepared and are being 
distributed to daily and weekly news- 
papers by the national committee in 
charge of the observance, headed by 
Joseph C. Behan, vice-president Massa- 
chusetts Mutual. The pages also contain 
suggested local tie-in ads suitable for 
use as a local insurance page or section. 

The cartoon depicts interesting, little 
known facts of a historical and current 
nature about life insurance, and the 
comic strip shows how a life policy can 
cure a family quarrel precipitated by 
worry over insecurity. The strip was 
created especially for the occasion by 
Kurt Weise, noted book illustrator. It 
deals with “Tobey,” a dog. 

More than 200 local associations of 
the National Association of Life Under- 
writers have full programs planned for 
the week. 

Local associations have been provided 
a booklet of five speeches to be used 
as the basis of talks before women’s 
organizations, civic and service clubs, 
school audiences, etc., the topics being, 
“Keeping America’s Shopping Basket 
Filled,” “A Silent Partner of Business,” 
“Insuring Your Future,” “The Democ- 
racy of Life Insurance,” “Social Secur- 
ity Through Life Insurance.” 


Recorded Radio Show 


About 100 associations have pur- 
chased a 15-minute recorded radio show 
dramatizing benefits of life insurance, 
which is to be used on the air at their 
own expense. There was prepared in 
mat form a series of six histdrical-type 
cartoons depicting man’s struggle for 
security through the ages, with -life in- 
surance as the modern, ideal attainment. 
These are being sent- to -local associa- 
tions for use during the week. 

More than 150 associations have 
made plans to stage an essay contest 
open to all persons 16 years of age and 
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over, with prizes offered for the best 
story of life insurance in action. The 
contest opens Nov. 1 and ends Feb, 1, 
The country has been divided into nine 
regions and ten prizes, ranging from 
$200: to $10, will be offered in each dis- 
trict. 


Life Advertising Men 
Reach New High 


(CONT’D FROM PRECEDING PAGE) 


above everything else is public accept- 
ane of the agent and the agency sys- 
tem. The institution of life insurance 
enjcys public confidence, but not the 
agent. Too many people, Mr. Zimmer- 
man said, believe that too many agents 
use high pressure methods, are insuff- 
ciently educated, and not a credit to the 
community or their business. 


Notes Fewer Agents Now 


To offset this, the National associa- 
tion is building the American College 
of Life Underwriters and the C. L. U, 
movement. There are actually fewer 
agents in operation now than there 
were 10 years ago, but the public must 
be made to realize that life insurance 
is not complete without the services of 
good agents. Mr. Zimmerman remarked 
that just because life insurance has 64,- 
000,000 policyholders it should not be 
assumed that it has that many support- 
ers. The agent, through 5,000 or so 
daily contacts each year can mold pub- 
lic opinion and confidence but he needs 
9a intelligent backing of the home of- 

ce. 

To support the agent Mr. Zimmer- 
man said the companies might make 
their policy contracts more understand- 
able to the layman, and that interest, 
income and trust agreements could be 
simplified and standardized. Mr. Zim- 
merman said there could be a much 
wider use of good premium notice en- 





closures and plain, easy to understand . 


descriptions of life insurance for dis- 
tribution by agents. 

Mr. Zimmerman criticised the pub- 
lic contact set-up to be found in some 
home offices, saying that the public 
often gets an unfavorable reaction as a 
result of a visit to home offices. Those 
contacting the public at home offices 
should be especially qualified for the 
work, not pensioners, Mr. Zimmerman 
declared. 


Institute Official Talks 


Arthur David, executive secretary of 
the Institute of Life Insurance, was in- 
troduced and spoke briefly, .saying that 
the institute is now composed of 85 com- 
panies representing 32 states. 

The Canadia» contingent consisting of 
M. S. Crockford, Excelsior Life; Ed. 
Morton, North American, and Harold 
Strong, MacLaren Advertising Co., gave 
the second clinical exploration of life in- 
surance advertising. By means of a 
panel discussion they developed the ad- 
vertising plans to be used by a middle 
western company with $55,000,000 in 
force, founded in 1909, and with 530 
agents. Mr. Crockford was the chait- 
man during this feature. 

“Clinic No. 3—The Advertising Job of 
the Large Company” came first on 
Tuesday afternoon, the cast consisting of 
D. Bobb Slattery, Penn Mutual, chair- 
man and Nelson A. White, A. H. Cooper, 
C. Sumner Davis, Provident Mutual; H. 
D. Shaw, Continental Americar, ‘and 
Carleton Loeble, Presbyterian Ministers 

Fund. This skit was written by Mr. 
White and Mr. Davis. 

Ed. Morton, North American Assut- 
ance, chairman of the exhibits commit: 
tee, led the discussion of the exhibits on 
display at the convention. Jacob Albert, 
promotion manager of the Detroit News 
and one of the exhibits judges described 
it as singular that as revealed by the ex- 
hibits life companies generally are not 
using newspaper, radio or billboard ad- 
vertising, although they have concen- 
trated upon direct by mail compaigns 
=! have worked them out in great de 
tai 

At the annual banquet and dinner 

(CONTINUED ON LAST PAGE) 
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Must Satisfy Primary Needs 
First, Declares Shoemaker 





"NEW YORK—Having analyzed the 
prospect’s needs for insurance income, 
the agent must make sure that the pri- 
mary needs are satisfied first rather 
than pushing some pet policy, said G. 
P. Shoemaker, general agent Provident 
Mutual, New York City, in the third of 
the New York City Life Underwriters 
Association’s educational lecture series. 

“Too often we have had specialized 
sales talks in which we have pushed 
particular policies without regard to the 
basic needs of the individual, and fre- 
quently I think, to his detriment,” he 
said. “It seems to me that if we are 
going to do the job professionally we 
must cover his primary needs first and 
let our own pet desires to sell mortgage 
insurance or juvenile insurance be sub- 
ordinated to our job of properly serving 
our client. 


Agents Not Consistent 


“In spite of the fact that ‘need sell- 
ing’ is the way to sell life insurance, it 
is peculiar that most of us don’t try 
consistently to cover all the possible 
needs a prospect has. Frequently you 
will find a situation where you can sell 
a man a $1,000 clean-up policy. A few 
weeks later another underwriter sells 
him a $3,000 educational policy and la- 
ter on another underwriter will sell him 
a policy for his wife. Then you come 
along again and sell him a retirement 
income contract. The net result is that 





half a dozen insurance men have sold 
one man, where one good underwriter 
doing a good job could have completed 
the entire program in one sale. 

“When you prospect for needs, un- 
cover them all and try to adapt your 
policies to cover just as many as you 
possibly can and just as many as he 
can possibly afford to pay for at the 
present time. It is much easier to sell 
life insurance this way to a _ policy- 
holder than to go out and develop a 
new client, discover his needs, and build 
up his confidence in you and then fin- 
ally sell him. 


Reasons Lie in Prospect 


“In a business like this, which is 
highly competitive and in which com- 
pany contracts are largely similar, it is 
important to remember that the reasons 
for buying life insurance are not found 
in the policy but in the prospect. The 
contract is the same, always. The life 
situation is different. Therefore, it be- 
comes our business to prospect for 
these situations and to ferret them out.” 

Mr. Shoemaker said that the habit of 
prospecting for situations must be al- 
most a reflex action, a part of the 
agent’s subconscious activities. 

“IT don’t know whether you have 
formed the habit of immediately visual- 
izing a need when you meet somebody 
for the first time, but it seems to me 
the longer you stay in the business the 
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more likely this will happen to you,” 
he said. “Whenever you return to your 
office wondering what a man’s need is, 
you have not done a good job of pros- 
pecting. Your information about your 
prospect is not complete. We must re- 
member that the average prospect is 
only interested in what your policy will 
do for his family, what it will do for 
him and what it costs. He is not inter- 
ested in net costs, cash value, figures, 
or policy contracts.” 


Adhere to Simple 
Rules for Success 


Sound counsel regarding the basic 
principles of selling and their impor- 
tance to success were presented at the 
“kick-off” meeting of the new adminis- 
tration of the San Francisco Life Un- 
derwriters Association by Grant L. Hill, 
director of agencies Northwestern Mu- 
tual Life. Mr. Hill cited numerous in- 
stances of outstanding successes 
achieved by adhering to the simple rules 
of maintaining records and “following 
through.” Millions of dollars of addi- 
tional life insurance will be sold dur- 
ing coming months but not by the fel- 
low who is waiting for conditions to 
be “just right.” He urged his audi- 
ence to “think straight,” impressing on 
them also the necessity of making a fa- 
vorable impression with the prospect. 
He stressed the necessity for consistent 
and steady production. “The average 
agent’s biggest problem,” he said, “is 
that he cannot bring himself to realize 
that while he is paid by the case he 
writes, his family eats by the year. You 








must have a regular flow of business.” 

Stressing the necessity for qualified 
prospects, he pointed out that an agent 
cannot take closed cases out of the bot- 
tom of the “prospect hopper” unless he 
continues constantly to put good pros- 


pects in at the top. Qualified names 
are essential for a good prospect file. 
“Too often a so-called prospect file is 
nothing more or less than a mausoleum 
of buried hopes, instead of a file of 
chances to serve.” There is, he said, 
no short cut to success in life under- 
writing. 

Mr. Hill, as a trustee of the Ameri- 
can College of Life Underwriters, pre- 
sented CLU diplomas to six who re- 
cently passed the examinations. 

V. T. Motschenbacher, immediate 
past president, was presented with the 
“past president” award which is signed 
by the officers of the National associa- 
tion. 

Paul Webber, Sleeper-Webber agency 
Lincoln Nationai Life, presented Presi- 
dent Cassidy a gavel made from wood 
from the Abraham Lincoln farm. 





Brokers to Hear Lincoln 


NEW YORK—President Leroy A. 
Lincoln of the Metropolitan Life will 
be the principal speaker at the annual 
dinner of the General Brokers Associa- 
tion of Greater New York. Other speak- 
ers will be Superintendent Pink of 
New York and Judge Albert Conway, 
former superintendent, who will again 
be toastmaster. Assemblyman R. Fos- 
ter Piper, chairman New York joint 
legislative committee on insurance law 
revision, and his fellow committeemen 
will be guests of honor. 
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Medico-Actuarial Efforts Health Aid 
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wish that the actuary had tabulated not 
only the average resuit but also had dis- 
covered the range of results from the 
best variation to the poorest. Hence he 
may be tempted to lose patience with the 
apparently mathematical rather than 
clinical character of the actuary’s results. 

“The truth of course is that both pro- 
fessions are pursuing the same purpose 
but through the use of different tools, 
and when the day comes that we have al- 
most unlimited data on the subject mat- 
ter of our joint research, the two points 
of view will yield one common result. 
That day is still far off, but in the mean- 
time our close contact with each other 
has made us so appreciate the situation 
that the future is bright with the pros- 
pect of further and more extensive coop- 
eration that we have seen even in the 
last three decades.” 


Dr. H. W. Cook Speaks 


H. W. Cook, medical director North- 
western National, opened the session 
with his address as association president. 

W. E. Thornton, second vice-president 
and medical director Lincoln National 
Life, read a paper on juvenile insurance 
in which he emphasized that this branch 
is already an important item in the life 
insurance business and has_ given 
every encouragement of further vigorous 
growth, in addition to which it is a 
training school for the future adult pol- 
icyholder. 

“It is irking to realize that in the in- 
surance medicine of the juvenile state we 
are where we were 40 years ago with in- 
surance among adults,” he said. “Our 
underwriting is vague, uneven, individ- 
ualized and clinical, because undirected 
by statistical analysis. Our juvenile 
groups are large and growing. 

“There is an enormous amount of 
work to be done upon them. This is the 
kind of contribution that we and we 
alone can make both to medicine and to 
insurance. It is to be hoped that we 
can hurry along the development of this 
branch of insurance so that long before 
another 40 years we will be dealing equit- 
ably and efficiently with the oncoming 
generations.” 


Analyze Coronary Cases 


R. L. Willis, medical director, and J. 
R. Gudger, home office examiner, Mu- 
tual Life of New York, presented a pa- 
per analyzing 600 cases of coronary dis- 
eases where the insured died within five 
years of issue. These cases were issued 
by the Mutual Life and the Equitable 
Society. Deaths were due to coronary 
artery disease and angina pectoris. The 
600 deaths were compared with 600 liv- 
ing cases of the same age, sex, year of 
issue, and amount of insurance. Follow- 
ing are the summarized conclusions 
reached in the study: 

1. The average of these insured was 
49 years at time of issue. The average 
age at death of the deceased group was 
52.1 years. 

2. No study of sex incidence was at- 
tempted, as only 18 females were in- 
cluded. 

3. A comparison of the two groups 
according to height revealed no signi- 
cant differences. 

4. Overweight persons represented a 
surprisingly small number of the de- 
ceased group. Sixty percent of this 
group were above average weight and 
40 percent below, whereas the living 
group was about evenly divided. 

5. In 51.8 percent of the deaths, there 
was a family history of cardiovascular- 
renal disease, as compared with 43.2 per- 
cent among the living. 

6. A slightly higher death rate was 
found among those born in Russia and 
Poland. The number with Hebrew 
names among the deceased group was 
less than among the living. 

7%. The number dying during each of 
the first four years of the 5-year period 
averages about 109, while in the fifth 
year there were 164 deaths. 

8. A majority of the deceased cases 





died within 24 hours of the onset of the 
illness. 

9. A history of previous illnesses or 
operations did not appear to affect the 
occurrence of death by coronary disease. 

10. The highest regional incidence was 
in the north Atlantic states and Pacific 
Coast, with no significant differences in 
the other regions. 

11. The greatest number of deaths 
from coronary disease occurs in winter 
and the least in summer, which follows 
the trend of cardiovascular-renal dis- 
eases, and also that for all causes. 

12. The number in professional occu- 
pations was 33 percent higher in the de- 
ceased group than in the living group. 
In the other occupational divisions there 
appeared to be little difference in the 
number living and the number dead, ex- 
cept in the group containing farmers, 
retired persons, and those without occu- 
pations, in which the death rate was low. 

13. The small amount of information 
available on habits was not conclusive 
and it was impossible to make a proper 
study of this important feature of the 
subject. . 

14. No single impairment, or combina- 
tion of impairments, indicates that prin- 
ciples of selection were at fault in ac- 
counting for 600 deaths from coronary 
artery disease within five years from 
date of issue. 


Interpreting Cardiograms 


E. C. Bonnett, assistant medical direc- 
tor Metropolitan Life, dealt with some 
of the problems involved in interpreting 
the various types of borderline elec- 
trocardiograms. ‘Considerable difficulty 
arises from the lack of uniformity in 
reading and classifying these types of 
tracings. He said that to achieve some 
uniformity in material—and this must be 
done if intercompany studies are con- 
templated—the companies must in some 
way attain standard, or nearly standard 
readings of the tracings by their cardi- 
ologists and that this is impossible if 
the cardiologists interpret as well as read 
the tracing. He said that it may be 
accomplished if the cardiologists simply 
read and report the tracing according to 
fixed and commonly accepted definitions. 

“Only time will tell whether we can 
successfully break a complex tracing 
down into its component parts and un- 
derwrite these items as individual factors 
without regard to their interrelation- 
ship,” he said. “We sincerely hope that 
the experience we are to collect will 
demonstrate whether more or less sig- 
nificance will attach to individual ab- 
normalities (in the electrocardiographic 
tracings), either alone or in combination 
with other minor or major changes in 
the tracings. .. . The problem is simi- 
lar to that which confronted us years 
ago in underwriting urinary reports. To- 
day, we feel that we can successfully un- 
derwrite known amounts of albumin, 
sugar, casts, and red and white cells, 
whether they occur singularly or in 
combination. Certainly few of us would 
willingly go back to the days when the 
head of the laboratory had to see all the 
application papers before deciding on the 
significance of a urinalysis report.” 


Rating Brain Tumor History 


P. G. Denker, assistant medical direc- 
tor Equitable Society, in a paper on 
brain tumors said that while his com- 
pany’s experience in underwriting appli- 
cants with a history of brain tumor oper- 
ation has been relatively small, he felt 
it has been sufficient to show that these 
cases are insurable if chosen according 
to their types and at rating sufficiently 
severe to cover the definitely substand- 
ard mortality of the group. He pre- 
sented a suggested outline for classifica- 
tion and a plan of rating. 

C. L. Christiernin, medical director; 
L. I. Dublin, third vice-president and 
Statistician; and H. H. Marks of the sta- 
tistical department, all of the Metropoli- 
tan Life, presented a paper on a mortal- 
ity study of applicants showing albumin- 





uria and casts which indicated that while 
either albumin or casts does not consti- 
tute a severe impairment, the presence 
of both constitutes an impairment of 
high degree. The seriousness of the 
simultaneous presence of albumin and 
casts seems to hold true regardless of 
age or duration of insurance, although 
the extra risk is much greater for older 
persons. It is doubtful whether any 
risks of this kind should be granted 
standard insurance except perhaps where 
the amounts are very small, the paper 
stated. Where this condition is found 
even a moderate elevation of blood pres- 
sure warrants a very substantial rating. 


Scientific Exhibit Featured 


A feature of this year’s meeting was 
an extensive scientific exhibit which 
would have done credit to the New York 
world’s fair. By means of large colored 
charts, it depicted such information such 
as the mortality from heart disease, the 
operation of the electrocardiograph and 
x-ray, effect of blood pressure, and the 
influence of blood tests on selection. 

Companies participating in the scien- 
tific exhibit included Acacia Mutual, 
Aetna Life, Connecticut General, Equit- 
able Society, Fidelity Mutual, Guardian 
of New York, Kansas City Life, Life of 
Virginia, Lincoln National, Metropoli- 
tan, New England Mutual, New York 
Life, Northwestern Mutual, Penn Mu- 
tual, Phoenix Mutual, Prudential, South- 
western, State Mutual, Sun Life of Can- 
ada, and Union Central. 





Quarter Century of 
Weekly Production 
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that Mr. Gilliom has won for Berne, Mr. 
Hall read letters and telegrams from 
guests not able to attend. 

Mr. Hall then introduced A. L. Dern, 
vice-president and director of agencies, 
who complimented Mr. Gilliom on his 
nation-wide record. “We have searched 
extensively in the archives of the insur- 
ance business for a record of consecutive 
weekly production that would exceed 
Mr. Gilliom’s,”’ Mr. Dern said. “Our in- 
vestigations were national. We were un- 
able to uncover word of any man who 
has exceeded the splendid record of 
more than a quarter century of consecu- 
tive weekly production achieved by Mr. 
Gilliom.” Mr. Dern read numerous wires 
and letters of congratulations from the 
field, including a special letter from 
General Agent W. T. Shepard of Los 
Angeles. Mr. Shepard hired Mr. Gil- 
liom for the Lincoln National. 

T. Habegger, president of the 
Berne chamber of commerce lauded Mr. 
Gilliom. He stated that his success was 
due to the use of the following formula: 
“Ideas plus personality plus opportunity 
plus effort equals history.” “Mr. Gil- 
liom’s successful application of this for- 
mula resulted in history being made not 
only for himself but also for the city of 
Berne,” he’ said. 


A. J. McAndless Speaks 


A. J. McAndless, president Lincoln 
National Life, stressed the advantages 
accruing to the agency officers, Vice- 
president Dern and Second Vice-presi- 
dent Cross, with a record such as Mr. 
Gilliom’s to recount as inspiration to 
salesmen. Mr. McAndless then pre- 
sented Mr. Gilliom a gold wrist watch as 
a token of appreciation for his unceasing 
efforts in life insurance sales. Mr. Hall 
presented Mr. Gilliom a huge basket of 
flowers from all the men in the Gilliom 
agency. In his response Mr. Gilliom 
thanked all concerned for their efforts in 
his behalf. 

Home office officials present at the 
meeting included: A. F. Hall, chairman 
of the board; A. J. McAndless, presi- 
dent; A. L. Dern, vice-president and di- 
rector of agencies; R. F. Baird, vice- 
president and general counsel; C. 
Cross, second vice-president and man- 
ager of agencies, and J. J. Klingen- 
berger, agency secretary. 
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Booker Kansas City President 


H. C. Booker, assistant to the man- 
ager of the A. M. Embry agency, Equi. 
table Society, has been elected president 
of the Kansas City C. L. U. chapter 
succeeding Ralph Rice, Jr., Prudential, 
Mary Wade, Penn Mutual, is vice. 
president, and William Scott, Massa- 
chusetts Mutual, secretary. 








Campbell Is Boston Speaker 


J. R. Campbell, Jr., regional repre- 
sentative of the Bureau of Old Age 
Assistance & Survivors Insurance jn 
Boston, will speak Oct. 24 before the 
Boston C.L.U. chapter. James W. 
Daniels, general agent Union Mutual 
Life, will present a paper on the new 
social security law, outlining particu- 
larly how the life insurance man may 
use the law to his advantage. 


RECORDS 


Western Life—Submitted business in 
September, anniversary month, was the 
largest for that particular month in the 
past 11 years. The number of applica- 
tions and the number of producing 
agents were greater than in any month 
in the past 11 years. J. L. Carroll was 
the No. 1 producer for the month. 

Lincoln National Life — During the 
first 13 days of the October month in 
honor of Vice-President A. L. Dern 
production is 24 percent ahead. 


Life Advertising Men 
Reach New High 


(CONTINUED FROM PAGE 18) 


dance President McCarroll presided. Dr. 
John J. Caton, director of the Chrysler 
Institute of Engineering, spoke on “Com- 
mon Sense in Education,” and entertain- 
ment was provided by the Ford Dixie 
Eight. 

L. J. Evans, Northwestern Mutual, 
was in charge of the concluding session 
at which the initial speaker was Dr. 
Miller McClintock of Traffic Audit Bu- 
reau, Inc. His subject was “The Auto- 
motive Revolution.” George E. Lackey, 
Detroit general agent Massachusetts 
Mutual, told of the various advertising 
plans being used in his agency. L. A. 
Mack, president “Weekly Underwriter,” 
spoke for the insurance trade journals. 

Claris Adams, president Ohio State 
Life and a former Detroiter, outlined 
his conception of the future of life i- 
surance. He said that the institution ot 
life insurance never needed a good pub- 
lic relations job done as much as it dots 
today. Seven presidents of the United 
States have publicly endorsed life insur- 
ance; newspapers, magazines and min- 
isters have commended it, and because 
of the wide spread praise it has received, 
the business was almost totally unpre- 
pared for the criticism that has been 
heard in Washington during the past 
year. 


Investigation Up a Stump 


The Washington investigation has 
been unable to discover anything wrong 
with the investment practices of the 
companies, and the emphasis has fe- 
cently been placed upon the cost of life 
insurance and the marketing it. | Mr. 
Mr. Adams asked if life insurance is not 
geared to the writing of new_business 
to an exaggerated degree. Conserva- 
tion must assume a larger place in the 
picture if the business is to be above the 
partially just criticism of a lapse ratio 
that is too high. The chief concern 0 
management in the years ahead must 
be a reduction in the lapse ratio an 
new business costs, Mr. Adams asserted. 

At the farewell luncheon on Wednes- 
day, Ed Morton, chairman of the & 
hibits, presented the exhibits awards. 
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dhe Jreud to STICK’ 


It's getting to be the habit with Bankers Life of Nebraska 
men—this "trend to stick." Following the lead of men who 
have been associated with the company for longer than a 
quarter of a century, the “younger men" are following this 
trend and growing into the Bankers Life of Nebraska tradition. 
To them, Bankers Life of Nebraska is more than just a name on 
an insurance policy. It signifies their business partner in a com- 
mon cause—a better income for the agent and a better service 


to the insurance buyer borne out, without exception, for a: 


period of more than fifty years. It's this spirit of mutual under- 
standing that leads to “the trend to stick." 


BANKERS LIFE 
wsurense o/ MEBRASHA 


Home Office, Lincoln 


THE 


GUARDIAN LIFE 


INSURANCE COMPANY 
OF AMERICA | 
NEW YORK CITY 
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LIFE INSURANCE_S q COMPANY 
oncerccae Venta) Scustct 





“as eens ioe raiTHPUL 


THIRTY-FOUR YEARS OF CONTIN- 
UOUS MANAGEMENT AND PROG- 
RESS. 


A Midwestern Company that Operates 


Successfully in the East as Well as the 
West. 


More than One-third of Its New Busi- 


ness Comes from New York, New Jersey 
and the Six New England States. 


Men Who Believe They Have General ‘~ 


Agency Qualifications May Obtain Full 
Particulars by Addressing the Agency 
Department. 


NOTHING BETTER IN LIFE INSURANCE 























War orn Yo War 


—The need for life insurance is as great as ever. 


—More people will be killed on the highways this 
year than were lost in the American expeditionary 
forces in 1917-18. 


—wWe are in the recovery stage of the business 
cycle and business is improving. 


Our greatest contribution to the American public 
can be made by telling to more people than ever 
before the story of life insurance, The tragedy 

_ of loss is just as real to the individual and to the 
family, however that tragedy comes. 


We must stress the continued need for life insur- 
ance with enthusiasm, and with this thought in 
mind— 


“There must be no black-out of life insurance in 
America.” 


Atlantic Life Insurance Company 
S. F. Clabaugh, President 


Richmond, Virginia 




















LIFE VIEWS IN THE NEWS. 


This ia the group that attended the eighth annual agency camp of the O. Sam __ ident J. F. Barr, Vice-president and Actuary J. A. Budinger, Medical Director Dr. H. A. 
Cummings agency of Kansas City Life in Dallas, at Camp Wamecke, New Brunfels, Baker. The agency had just completed an excellent month's production in honor of 
Tex., recently. Included in the group are President W. E. Bixby, Agency Vice-pres- President Bixby, total business amounting to $1,120,350. 

















View from testimonial dinner given by Lincoln National Life to O. F. Gilliom 
of Berne, Ind., upon his completion of 25 years of consecutive weekly production. 
Top (left to right)—Mr. Gilliom: Chairman A, F. Hall of Lincoln National; Mrs. 
Gilliom: President A. J. McAndless; C. T. Habegger, president Berne Chamber of 
Commerce; Vice-president C. F. Cross. 














The classical design of the main entrance of the new Continental American 

Life home office building being constructed in Baltimore is shown in this artist's 

sketch. Steel work is being started, the cornerstone will be laid early next year 

and the building will be ready for occupmcy sometime next summer. The archi- 

tecture is classic to harmonize with nearby governmental buildings, and there is 4 

modern touch in details. The exterior is of limestone with spandrels of dark green 

' Alberene stone. The lobby is octagonal with a bronze Liberty Bell insignia in the 
floor. 


Samuel P. Ellis, general agent in Cincinnati for Provident Mutual Life, is shown 
at his desk surrounded by flowers presented by associates and friends, in recog- 
nition of his fiftieth anniversary with Provident Mutual. ‘ 








